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root Scraper 
A Modern Retinement 


Old-fashioned as the name suggests, the foot 
scraper has reverted to popular favor; its very 
quaintness giving it a certain touch of refine- 
ment much sought by modern builders and 
home owners. 


We make two styles, one to.be screwed down 
anywhere, the other to be imbedded in concrete. 
Both are ultra simple in design and construction. 
Both are self-cleaning. 
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Each comes complete with screws. Let us 
quote you factory prices on these and other 
National items. 
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Profits from Pranks and Parties 


How Live Hardware Merchants in Various Parts of the Country 
Are Making Hallowe’en a “ Day of Profits” as Well 
as a “Day of Pranks” 


By L. S. SOULE 


A Hallowe'en dispiay of crepe paper novelties made by the Morely Company, Bay City, Mich. A type of trim 
that appeals to the woman of taste 


HE average merchant regards Hallowe’en as an 
evening of nightmares, followed by a day of 
work, worry and cuss words. He pictures his 

favorite runabout, straddling the ridge pole of some 
farmer’s barn; his front gate ornamenting the top 
of a flag pole; his hardware sign tacked over the en- 
trance to some obscure out-house, and his other 
movable property anchored to the bottom of some 
nearby stream. He works up a fair-sized grouch 
a week in advance of the date and has a well- 
developed case of nervous indigestion before the 
kids in his neighborhood even get their Hallowe’en 
plans under way. What’s the use? We were all 
young once and our fathers could tell us that our 
present worries are merely aftermaths of our own 
youthful pranks. What times we did have! The 
gates we swiped would fill a furniture car; the 
wagons we carefully hauled over miles of sandy 
road would make a very respectable circus parade; 
the signs we switched would easily advertise a 
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whole community. We were no angels, even though 
there was not a particle of premeditated meanness 
in the catalog of our exploits. We were “Kids” and 
it was “Hallowe’en’”—when the goblins lurk in the 
shadows and the witches ride on queer shaped 
brooms. As a night of pranks, it had been bred into 
us for generations. Our town marshal fully expected 
to be roped to a telegraph pole before 9 p. m., and 
would have felt slighted if by any chance he had 
been overlooked. To be sure it was hardly proper 
of us to tether the Widow Murphy’s cow in the 
Baptist Church or to throw the dead cat through 
the open window at Deacon Brown’s; but we meant 
no harm to either the widow or the church, and the 
Deacon was a sour-faced old crab, anyhow. Besides 
—we were always routed out of bed at 6 o’clock the 
following morning to repair the damages of “the 
night before.” We took the penalty as a matter of 
course. Boys are always good sports if you give 
them a fair chance. 
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The trouble is that we are getting old too rapidly. 
We are letting the shadow of business blot out the 
sunshine of youth and the memory of boyhood days. 
We are becoming machines and the friction is wear- 
ing away the human element that seasons our 
friendships and makes our lives worth living. There 
is a bright side even to the overdone pranks of 
Hallowe’en. There is a profit in the advertising the 
holiday produces. Above all—there is a warm glow 
around the heart of the man whose scowl of dis- 
approval gives place to a smile of understanding 
as he views his cherished sign above the door of a 
Chinese laundry. Some of us need to be born 
again in order to appreciate the real advantages of 
Hallowe’en. Business is business and boys are 
boys. A combination of the two will react to the 
benefit of trade in general. 


A Profitable Mixture of Stoves and Pumpkins 


Out in Ironton, Ohio, Goldcamp Bros. & Co., side- 
track every semblance of a grouch as Hallowe’en 
draws near and help out the merriment of the occa- 
sion by installing a window display in which witches 
and pumpkin goblins hob-nob with stoves and 
ranges. We reproduce one of their Hallowe’en trims 
as a sample of what can be done to turn the day 
toward profits. The boys of Ironton looked at this 
window because of its novelty. The parents fol- 
lowed, as parents always do follow the lead of their 
children, and the element of novelty gradually gave 
way to practical thoughts on the coming of cold 
weather and the necessity for stoves. Thought bred 
desire and desire brought about sales, just as Gold- 
camp Bros. intended it should. The lower back- 
ground of this window was formed of crepe paper, 
decorated to show an abundant harvest. Above 
this, another narrow strip displayed the outlines of 
the village, and above that appeared the snow- 
capped mountains with their suggestion of coming 
winter. Next came a troup of witches steering their 
magic brooms over the white peaks, and above the 
entire scene a series of wise old owls peered know- 





A Hallowe’en combination of stoves and pumpkins that 
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ingly down at the display of heating stoves. From 
the ceiling of the window two Japanese lanterns and 
two Jack ’o lanterns with lights that alternately 
flashed off and on, gave a weird sort of action to 
the scene. A haughty black cat in the foreground 
had its back arched as if in resentment at the in- 
trusion of the pumpkin face with its flashing light. 
The floor was covered with red oiled calico, and at 
the top of the window the lights were covered with 
orange colored crepe paper. The light shining 
through the orange paper with the red floor acting 
as a reflector gave a very realistic Hallowe’en set- 
ting. It was a seasonable display—one that ap- 
pealed to the sentiment in the people and at the 
same time unobtrusively advertised the fact that 
Goldcamp Bros. handled a variety of good stoves. 
The sales more than repaid the firm for its efforts. 
The window was the work of Henry B. Goldcamp 
and is only one of many good displays put out by 
this enterprising firm. 


Playing Hallowe’en from the Society Angle 


Hallowe’en is more than a mere holiday of pranks. 
It is a welcome excuse for social functions of all 
kinds. It furnishes the alert hostess with a back- 
ground for one of the “Society Events” of the 
year. The Morely Company, Bay City, Mich., has 
taken this phase of the matter into consideration 
and has staged a window of Dennison crepe paper 
novelties of the kind that appeal to the woman 
who entertains. Luncheon sets, favors and crepe 
papers for decorations are all displayed in an at- 
tractive manner. The window was trimmed by 
Lloyd R. Johnson, who has been very careful not 
to mar the trim with unsightly advertising matter 
or superfluous trimming. He has made it a clean 
cut display that appeals to the woman of taste, and 
the jardiniere with its giant fern furnishes all that 
is necessary in the way of a setting. There is 
enough Hallowe’en suggestions in the goods dis- 
played to render further decoration unnecessary. 
This window resulted in a substantial increase in 





brought cash results to Goldcamp Bros. & Co., Ironton, O. 
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An Oklahoma firm’s bid for the novelty’trade of Hallowe'en hostesses. 


It proved a money maker for the 


Pettee Hardware Company 


sales, not only in the lines displayed, but also in 
silver, cut glass, linen, tally and place cards, and 
other items used in entertainments and parties. 


Oklahoma Merchant Also Makes a Bid for Society’s 
Favor 


The Pettee Hardware Company, Oklahoma City, 
Oklahoma, also recognizes the possibilities of profits 
from holidays, and Hallowe’en is no exception to the 
rule. They carry a large stock of Dennison crepe 
paper novelties at all times and also stock many 
items of Japanese manufacture, used for holiday 
and entertainment decorations. We have repro- 
duced one of their windows appropriate for use at 
Hallowe’en. It was trimmed by C. B. Hunt, the 
firm’s regular advertising man who has frequently 
favored us with high-class trims. The bulk of the 
items displayed are crepe paper novelties, a few 
Japanese items being added to give variety to the - 
trim. 

It is noticeable that many progressive merchants 
are stocking goods of this nature as an appeal to 
the woman’s trade and both the Morely Company 
and the Pettee Hardware Company stand sponsor 
for the statement that there is a good profit in the 
crepe paper and novelty lines. 


A Parting Suggestion for Reaping Hallowe’en Profits 


Hallowe’en is even now at our doors. Already 
there is a buzzing in the back seats at the old red 
school that foretells a lot of both trouble and profit. 
Are you ready for the game? Are you prepared to 
take advantage of the opportunity to build up 
prestige and increase sales? Forget the pranks and 
the trouble. Lock up the stuff you want to keep 


H. W. Johns-Manville Com- 
pany Opens New Branch 


HE H. W. Johns-Manville Company has just 
opened a new branch office at Great Falls, 
Mont., on the fourth floor of the Ford Building, 
Room 418, in charge of J. H. Roe. With the open- 
ing of the Great Falls office the Johns-Manville 


at home during the festivities and prepare to utilize 
the sentiment which attaches to the holiday of 
pranks to make it also a holiday of profits. Get up 
at least one special Hallowe’en window display. Put 
in any line of merchandise that is seasonable and 
build the goods around some simple scheme that 
reflects the Hallowe’en idea. It doesn’t require any 
great effort. One good idea used in a Western 
store a few years ago was a witch tent, made like 
an Indian tepee. A figure dressed as a witch stood 
in front of the tent door stirring some concoction 
in a big iron kettle suspended over an imitation fire. 
The goods displayed in this window were cooking 
utensils of granite ware, percolators, etc. Another 
good suggestion would be a background to represent 
a board fence. On the top of this fence place a few 
black cats in characteristic attitudes. At the base 
of the fence place a real or imitation pumpkin vine 
with the attached pumpkins fashioned into 
jack o’ lanterns. Any type of seasonable merchan- 
dise can be used and the trim is bound to excite a 
lot of favorable comment. These are merely sug- 
gestions and there are thousafds of good ideas 
which will naturally come to you when you start to 
work. The main thing is to get action on some 
good idea while the opportunity is at hand. You 
want to be talked about, especially if that talk is 
favorable. You want to be known as a friend of 
the kids—because the kids of to-day will be the 
cash customers of the future. You can achieve 
these results, in part at least by playing up the 
holidays, beginning with Hallowe’en. Get out your 
crepe paper and your pumpkins. Imagine yourself 
a boy again with a boy’s enthusiasm. You will find 
a good substantial margin of profit hidden behind 
the pranks and parties of good old Hallowe’en. 


Company increases its number of branches to fifty- 
five. 

This new branch is made necessary by rapidly 
increasing business in this territory. Great Falls, 
with its rapidly growing population of 38,000, is 
not only one of the greatest hydro-power centers 
of the United States, almost rivaling Niagara Falls, 
but is known as one of the best wheat-growing sec- 
tions in the country—its wheat taking first prize 
at the Panama-Pacific Exposition. 
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A window of hunting goods arranged by N. P. Elufson for J. A. Mahoney, Inc., Deming, N. M. 


A Hunting Goods Display 


N P. ELUFSON, recently installed an exception- 

* ally attractive display of guns, ammunition 
and supplies for J. A. Mahoney, Inc., Deming, N. M. 
It was built like a stage setting with painted scen- 
ery and natural “props.” 

The background, a water color of a row of irregu- 
lar mountain peaks, was painted on a cheap grade 
of unbleached muslin which was first treated with 
a coat of white sizing. It was done in broad, 
sweeping lines and very little attention was given 
to details. The sky was painted blue at the top and 
shaded into yellow and orange near the horizon in 
simulation of a sunrise or sunset. 

In front of this was a cut-out made of wall board 
painted to resemble rocks. On top of these rocks 
were lithographed figures which comprised part of 
the advertising matter of the Winchester Repeating 
Arms Company. Behind this, between it and the 
background, were placed two powerful - electric 
lights that reflected a strong glow on the back- 
ground and that carried out more vividly the im- 
pression of a rising or setting sun. The tops of 


the mountain peaks appeared a little above this 
foreground. Then came a row of brush and trees, 
and as the dominating figure of the display was a 
big, new Winchester cut-out. Before it was placed 
a camp fire made from half burned wood and a red 
electric lamp. Two additional cut-outs, imitating 
rocks, were placed as shown in the accompanying 
diagram. In front of these were scattered rocks 
small brush and cactus to blend with the painted 
boulders on the scenery. Sand was used to cover 
the wooden floor of the window. Guns, ammuni- 
tion and supplies were arranged in the front and 
sides of the display. 

The painting of the background and cut-outs 
may seem an almost insurmountable obstacle to be 
met in attempting to reproduce a display such as 
this. But the knack of doing this kind of work 
can soon be acquired by consistent practice. Broad, 
sweeping strokes are needed, and, of course, an 
appreciation of color values. But the ability to 
do rough scenic painting is a most valuable asset 
to any window man. However, sign shops and 
scene painters can produce this work at very mod- 
erate cost if the talent is not available in the store. 
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AMUNITION, GUNS AND SUPPLIES 








PLATE GLASS 
Floor plan of the window display of J. A. Mahoney, Inc., illustrating the manner in which the cut-outs and other 
“props” are placed 


















The Diary of Dawson Black 


By HAROLD WHITEHEAD 


Instructor in Business Method at Boston University 


Thirteenth Section 


HURSDAY, Aug. 12, 1915.—Well, Friend 
Diary, I think I have done something worth 
while. Time will tell, of course; but I have 

planned a big sale to reduce my stock. I am going 
to try. hard to reduce it $2,000 worth. At the same 
time, I want to see if I can’t hit back at Stigler. 
He is keeping up his price-cutting campaign, al- 
though he has evidently tumbled to the fact that I 
took my cut prices off the goods as soon as he cut 
his, and now he puts the same kind of goods in his 
window that I do, but cuts them about 10 or 15 per 
per cent from the regular price. 

I was speaking to Jock McTavish about this, and 
suggested that perhaps | ought to cut down to cost 
for a little while, for Stigler could sell at a 15 per 
cent reduction and still make a profit. 

“No,” said Jock, “he loses money when he cuts 
his goods that much.” 

“Why, how can that be?” I asked. “Suppose he 
buys something for $1, and the regular price is 
$1.50. He cuts that 15 per cent—he would be sell- 
ing it at—at $1.27. He would make 27c. profit!” 

“You are wrong,” replied Jock. “The cost of the 
goods is not the bare invoice price, but the cost plus 
the cost of selling. Now, as you know, it will cost 
you around 30 per cent on cost to sell your goods, so 
that those goods would cost $1 plus 30c., the cost 
of selling; and when he sells them for $1.27 he is 
losing 3c. on every one he sells.” 

“But he could care for his overhead on his regu- 
lar stock,” I replied. 

“Very foolish reasoning,” snapped Jock, “for a 
man to make a part of his sales carry the freight 
for all of ’em!” 

I thought about this afterward, and finally was 
able to see how, if he cut his goods 15 per cent, he 
couldn’t make anything on the deal. 

However, several people have been saying that 
Stigler has got me “on the run,” so I decided it was 
up to me to have a whack at him. 

I have planned what I call an “Automatic Sale.” 
I picked out a whole lot of stock, goods a little bit 
damaged, lines that I have no sale for at all—lI 
found a lot of things which the two previous owners 
of the store bought and stored away and apparently 
never did anything with. I found about a gross of 
painted rubber balls; I found a lot of juvenile print- 
ing outfits; and padlocks—I dug up about three 
gross of padlocks of the strangest patterns you 
could think of! I found eleven different makes of 
safety razors, and there are only two of them that I 
have ever sold any quantity of. I am going to re- 
duce the number of lines as much as I can and just 
push the real sellers—put my money into goods that 
will sell quickly and so increase my turn-over. 

All the five-cent articles that I want to dispose of 
in this sale I am having tied in pairs—two for ten 
cents. 

I am going to run four narrow tables down the 
center of the store. The first one is to contain ten- 
cent goods, the next twenty-five cent, the next fifty- 
cent, and the last one all the odds and ends at vari- 
ous prices. 

My idea is to run the sale on the plan of auto- 
matie reduction of price. I got the idea from a 
magazine which said that if you can offer anything 
to people which appeals to the sporting instinct 
that is in everyone of us, you will attract attention. 
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So I decided to try to appeal to this sporting in- 
stinct by automatically reducing the goods one cent 
in every ten cents every day, until the goods are re- 
duced to nothing and then give away what is left. 

I talked this over with the boys at last Monday 
night’s weekly meeting—which, by the way, was 4 
most interesting one and continued for over an hour 
instead of the three-quarters of an hour we had 
planned—and they were very enthusiastic over it. 
I also talked it over with Betty and Jock and Fel- 
lows. While Jock shook his head and said, “You’re 
taking a great risk, mon,” Betty said, “Go ahead 
and do it, boy!” While Fellows said, “Bully, you’re 
going to be a real man before you’re through!” 

Larson seems to be getting younger every day. 
When I came out of the store to-day he was talking 
over the plan with the other boys in a very excited 
and enthusiastic manner. 

The sale is planned to start two weeks hence, and 
for the next two weeks car signs will be displayed 
in all our trolleys worded like this: 

“A penny in ten a day, 

Till the goods are given away.” 
DAWSON BLACK’S AUTOMATIC SALE 
Begins Thursday, Aug. 26. 

Get particulars 


In addition to this, Larson and Wilkes are going 
to tack these signs on all the trees and blank spaces 
they can about the town. I have 250 of them. 

Then next Thursday, just one week before the 
sale starts, I am going to run this ad in both our 
local papers for three days, without any change of 
copy: 


AUTOMATIC—THAT’S THE WORD 
that describes the big sale 
DAWSON BLACK 
is running from Thursday, Aug. 26, to ? 

You decide when the sale ceases. 
Heavy stocks must be reduced 

I have decided to sell all surplus stock auto- 
matically. 

Every article to be offered in this sale is 
plainly marked at regular price, and is now on 
display on the AUTOMATIC SALES COUNT- 
ERS. 

On the opening day, all prices will be reduced 
one cent in every ten cents, and a further re- 
duction of one cent in ten will automatically 
take place every day until the prices of the 
goods are reduced to nothing. 

They will then be given away. 
See the special circulars, or call at 
DAWSON BLACK’S HARDWARE STORE 
32 Hill Street 











Now, I have ordered, and expect to have from the 
printer, four circulars which will be clipped to- 
gether with wire. One sheet will talk about the ten- 
cent goods, another about the twenty-five, another 
about the fifty, and the fourth about the mixed 
table. I am not going to paste all four of them in 
your nice clean pages, little Diary, but I will just 
paste one of them in so as to remind me at some 
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future date of a clever (or foolish) stunt I tried. 
This is the sheet explanatory of the twenty-five- 
cent goods: 


DAWSON BLACK’S BIG AUTOMATIC SALE 
32 Hill Street 


Two thousand dollars worth of goods to be sold 
at your own price. All you have to do is wait un- 
til the goods are reduced to your price, and then— 
buy them—if there are any left. 


A PENNY IN EVERY DIME TAKEN OFF 
EVERY DAY. 

Every article on each counter is plainly marked 
at regular prices and can be seen now. 

Sale begins Thursday, Aug. 26, and the first re- 
duction will be made that day—and a further simi- 
lar reduction will be made every day thereafter un- 
til the goods are sold or until the prices are reduced 
to nothing, when they will be given away. 

The following is an illustration of how the ar- 
ticles listed on the reverse side of this sheet will 
be reduced, as well as scores of other 25-cent ar- 
ticles not listed here: 


REGULAR PRICE. 25c. 





.. Regular price 


Thursday, Aug. 26..22%4c...2%4c. saved 

Friday, Aug. 27....20c. ..Put a nickel in your pocket 

Saturday, Aug. 28..17%4c...Saves you 7c. 

Monday, Aug. 30...15¢c. ..And two trolley rides free 

Tuesday, Aug. 31..12%c...Half price—if any left 

Wednesday, Sept. 1..10c. ..But why talk of saving if there 
are none left 

Thursday, Sept. 2.. 71%4c...Saves 17%c.—but too late 

Friday, Sept. 3..... 5c. ..Would save 20c. if others had not 
cleaned them out 

Saturday, Sept. 4... 21%4c...But why talk about the saving 

Tuesday, Sept. 7...FREE..Help yourself to what is left 


(Reverse side of sheet) (See other side) 





DAWSON BLACK’S BIG AUTOMATIC SALE 
SOME OFFERINGS ON THE 25c. TABLE 


Large size whisk brooms 

Handy household saws 

Steel garden hand forks and trowels 
Heavy enameled saucepans 

Bristle-tight paint brushes 

Warranted pocketknives 

Reliable padlocks 

Double-well dust-proof ink stands 

Bronze watch fobs 

A large assortment of window shades 
Juvenile sets of knife, fork and spoon 
Fine quality scissors—all sizes 

Enameled sink baskets 

Steel frying pans 

“Scour-clean” soap for cleaning greasy pans 
Pocket manicure sets n 
Wire clothes lines 

Boys’ printing outfits—rubber type 
Screw-drivers—hatchets—hammers—plyers 
“Clix” patent shoe shining sets 

Many styles in window fasteners 
Enamel—varnish—paint 

Insect powder 

Bicycle pumps—bells—tools 
Corkscrews—razor strops 


AND HOSTS OF OTHER GOODS 





Now, over each table I am going to have a big 
, card painted like these: 





EVERYTHING ON THIS COUNTER 
IS A REGULAR 50c. ARTICLE 
Look them over—Buy while you can! 


REGULAR PRICE...50c..Regular price 


Thursday, Aug. 26....45c..A nickel saved 

Friday, Aug. 27...... 40c ..A dime in your pocket 

Saturday, Aug. 28....35c..Saves the price of three sodas 

Monday, Aug. 30..... 30c ..Saves four trolley fares 

Tuesday, Aug. 31..... 25c ..Half price—any left? 

Wednesday, Sept. 1...20c ..Makes your saving look like 30c. 

Thursday, Sept. 2..... 15c ..And 35c. to the good—IF 

Friday, Sept. 3....... 10c ..Saves 40c. 

Saturday, Sept. 4..... 5c ..Ten for the price of one—but you 
missed your chance 

Tuesday, Sept. 7... FREE ..Help yourself to what is left 
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NOTHING UNDER 10c. VALUE ON THIS 
COUNTER 


(5c. goods tied in pairs and marked 10c. for two) 
All articles on this counter 


REGULAR PRICE...10c ..Regular price 

Thursday, Aug. 26.... 9c..1c. saved 

Friday, Aug. 27...... 8c ..2c. saved 

Saturday, Aug. 28.... 7c ..3c. saved—not many left 

Monday, Aug. 30..... 6c ..4c. saved—still they go 

Tuesday, Aug. 31..... 5c..Half te ar od any left 

Wednesday, Sept. 1... 4c..6c. saved—don’t wait too long 

Thursday, Sept. 2..... 3c..7¢c. saved—but don’t expect to 
find many left 

Friday, Sept. 3....... 2c ..8c. saved—but what's the use if 


they are all gone? 


Saturday, Sept. 4..... 1c..9c. saved—ten of them for the 
price of one—but where are 
they? 

Tuesday, Sept. 7... FREE ..Help yourself to what is left 





Jock said: “Mon, they’ll all wait till the last day 
and then come and steal the goods from you!” 

“No,” replied Betty, “many will buy before the 
goods are reduced much for fear somebody else 
buys them first.” 

Larson suggested having a big sign in the win- 
dow headed: “Watch this list. Articles sold out will 
be posted on it.” 

“You see,” said Larson, “if the people see a num- 
ber of things put on the list, they’ll begin to figure 
that they had better not wait any longer or else 
what they want will be all sold out.” 

Fellows chimed in with, “Tell you what to do, 
Black. Put in just two or three of some articles, so 
that by the end of the first day you’ll be able to 
post up some goods that are sold out.” 

Jock suggested, “You’ve got an unusual plan 
there, boy; why don’t you tell the newspapers about 
it. They might give you a story on it.” 

“That’s a good idea,” I replied, “I’ll try it.” 

“Don’t you think,” he continued, “that it would 
pay you to put a list in the papers each day of goods 
that are sold and call it ‘Too late to buy the follow- 
ing at Dawson Black’s Automatic Sales—Someone 
else got ahead of you, or something like that?” 

I decided to adopt that plan. I am going down 
to-morrow to see the newspaper people to see if I 
can’t get a write-up on the sale from them. 

I’ve been thinking about this plan continuously 
ever since I decided on the idea, and every little 
while I have a feeling as if there was a little milk 
churn in my stomach. I really am getting anxious 
for it to start so that I can see how it will come off. 
I feel now that I am taking a big risk. If it fails I 
lose a few hundred dollars. But, even then, I would 
turn some dead stock into cash, and I remember at 
that hardware convention, one fellow said a dollar 
in the till was worth two dollars of unsalable goods 
on the shelves, “for,” said he, “if you turn that two: 
dollars’ worth of goods into a dollar cash and you 
turn that dollar over three and a half times in a 
year, you are going to earn a profit on three and a 
half dollars’ worth of live stuff instead of the ques- 
tionable profit on two dollars’ worth of dead stuff! 

I guess we are all gamblers at heart, for everyone,. 
even the Mater, is getting interested and excited 
in my first attempt at a big sale. 

I haven’t quite decided whether to send those 
circulars by mail, or to have them delivered to 
every home in town by messenger. I rather think 
I shall adopt the latter plan. 

Fellows suggested, “Why don’t you get some 
pretty girls to go around and deliver them? They 
would make a hit!” 


“Do you think so?” flashed back Betty. “That’s 


just where you’re mistaken, Mr. Smarty—if you 
think a woman is going to be tickled to have a 
pretty girl come up to the door: Send a homely one: 
and it might work!” 
Aren’t women queer? 
Well, I wonder how the sale will come out? 
(To be continued) 
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The Coming Election and Its Results Matters of Speculation 
—New Advertising Law Sustained 


By W. L. CROUNSE 


WASHINGTON, D. C., Oct. 16, 1916. 


F the Republicans win in November both as to 
Congress and the Presidency will they revise the 
tariff and revenue laws, and if so how soon will 

the work be undertaken? 

This interesting question is being widely can- 
vassed here and there are good reasons for answer- 
ing it with a considerable degree of confidence. It 
is the best opinion among the Republican Congres- 
sional leaders that in the event described immediate 
steps will be taken to overhaul not only the Under- 
wood-Simmons law, but that legislative crazyquilt 
known as the Omnibus Revenue bill. 

There can be no doubt that the revenue laws are 
sadly in need of a revision in which sound business 
considerations rather than politics shall govern. 
Matters have been going from bad to worse since 
the Underwood-Simmons law was enacted and the 
Omnibus Revenue bill with its drastic and social- 
istic provisions has merely emphasized the serious- 
ness of recent tendencies. 

It will probably surprise a good many business 
men to learn that notwithstanding the fact that the 
leading European countries are at war our imports 
during the month of August exceeded those of the 
same month in any previous year by a very large 
margin and that our receipts of foreign merchandise 
for the eight months ended August surpassed by 
45 per cent those of any corresponding period in 
the history of the country. Customs revenues, how- 
ever, have not begun to keep pace with our imports. 


Law Tariff Rates Reducing Revenues 


The reason for this peculiar situation is very 
simple. The Underwood-Simmons act so reduced 
tariff rates that the flood of merchandise now com- 
ing into the United States pays an average of only 
about 8 per cent ad valorem, as against 19.4 for the 
entire period of the Payne-Aldrich law and 25.9 for 
the Dingley law. 

Of course, this means that it requires two or 
three times as much merchandise to produce the 
same amount of revenue and meanwhile, of course, 
a correspondingly increased amount of American 
products are being displeced by foreign goods. 

When Mr. Underwood presented his tariff bill in 
Congress he declared it would stimulate importa- 
tions of foodstuffs but not manufactured goods, and 
that the high cost of living would thus be reduced 
without increasing the foreign competition with 
American labor. This constituted a fine line of 
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argument for the friends of the bill and they kept 
it going merrily enough until the cost of living 
began to rise still higher, when the bottom promptly 
fell out of the whole business. 


Big Gain in Manufactures Imported 


The figures just compiled by the Bureau of For- 
eign and Domestic Commerce knock Mr. Under- 
wood’s argument into a cocked hat. Taking the 
period of the eight months ended August, 1916, it 
appears that as compared with last year there has 
been a gain in the importation of but $4,779,000, 
while in the manufactured goods imported the in- 
crease is $22,683,000. Now, this condition pre- 
vails when the big manufacturing countries of 
Europe are attending strictly to their war knitting 
and have no time to devote to developing the Ameri- 
can market for their manufactured goods. 

What will happen when peace is restored and 
the men and women and boys and girls of England, 
France, Germany, Belgium and Russia get back 
to making things for consumption in time of peace? 
Is it any wonder the protectionists are making plans 
to revise the present tariff laws as soon as they are 
afforded an opportunity? 


Tariff Revision May Soon’ Be Undertaken 


It is among the possibilities that the work of 
framing a new tariff may be under way within 
sixty days if the Republicans succeed in carrying 
the elections for both Congress and the Presidency 
next month. The task of formulating tariff sched- 
ules devolves upon the Ways and Means Committee, 
which is also charged with organizing the com- 
mittee of the House. In the event of Republican 
triumph, therefore, such of the Republican mem- 


bers of the committee as have been re-elected will’ 


be able to designate informally the remaining mem- 
bers of the committee, after which the entire Re- 


‘ publican membership will get together and prepare 


a tariff bill for formal introduction at a special 
session next spring, which everybody believes the 
new President would call for the express purpose 
of revising the revenue laws. This would be quick 
work, but it has been done before and it can be 
done again. It goes without saying that there are 
reasons for doing it now which have never pre- 
vailed before. 

But how about the tariff commission, somebody 
will ask. Well, that’s a hard nut to crack, but the 
chances are that President Wilson’s tariff commis- 


sion will have very little to do with the framing of” 
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the next tariff bill if it is undertaken during the 
coming short session of Congress. 


Time Required to Organize Tariff Commission 


The commission has not yet been appointed and 
cannot turn a wheel until it is confirmed by the 
Senate which does not meet until December. Sev- 
eral months would undoubtedly be required to per- 
fect its organization and make the investigations 
necessary to give its reports any weight whatever. 
Long before the commission will be in position to 
supply Congress with any really valuable informa- 
tion the Republican members of the Ways and 
Means Committee would have a bill ready and early 
in the special session would put it through the 
House under whip and spur. 

Then there’s a feeling among certain of the more 
partisan Republicans that a party that believes in 
a tariff for revenue only and does not consider 
even the incidental protection of American indus- 
tries is not sincerely in favor of a tariff commis- 
sion. There’s a lot of evidence to show that the 


Democratic leaders in the House and Senate were ' 


opposed to a commission at heart and merely voted 
it into the bill at the behest of the President. Read- 
ers of HARDWARE AGE will remember that the per- 
manent character of the commission was destroyed 
by an amendment forced into the bill by Repre- 
sentative Fitzgerald, easily the most influential 
Democrat of the House. 

Altogether, the new tariff commission does not 
cut a great deal of ice with the Republican leaders 
and it is quite probable that in their enthusiasm to 
revise the tariff at the earliest practicable date they 
will overhaul the schedules first and then reorganize 
the commission with a view to the permanent main- 
tenance of the protective principle in our customs 
laws. 


Retailers Questioning Senators and Representatives 


The organized retail druggists of the country, 
who are among the most enthusiastic advocates of 
price maintenance, are preparing a questionaire for 
submission to all candidates for Congress at the 
November elections. The entire membership of 
the organization, which is somewhere between forty 
and fifty thousand, will be urged to propound these 
conundrums to all candidates and to vote against 
every one who returns unsatisfactory answers or 
who makes no reply. Here are the questions: 

“1, If elected will you vote for a bill legalizing 
the maintenance of resale prices, under proper re- 
strictions, on identified merchandise for voluntary 
purchase, made and sold under competitive con- 
ditions? 

“2. If elected will you vote for a bill amending 
the Federal Trade Commission Act so as to define 
the conditions under which price-cutting is an un- 
fair method of competition and authorizing the Fed- 
eral Trade Commission to prevent such price-cutting 
in interstate commerce, or a bill amending the 
Clayton Act so as to prohibit price-cutting where it 
tends to lessen competition or create a monopoly?” 

This method of campaigning is making quite a 
stir among the officials of the Congressional cam- 
paign committees of the two houses and some quiet 
tips are being sent to Senatorial and Congressional 
candidates to be prepared to return satisfactory an- 
swers to the questionaire. The campaign commit- 
tees realize the value of forty or fifty thousand 
votes, which is an average of one hundred ballots 
per Congressman; hence the movement is likely to 
have a very large measure of influence. If retail 
dealers in other lines would follow the example of 
the druggists the Congressional candidates would 
no doubt discover the necessity of choosing between 
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supporting price maintenance legislation and being 
backed clear off the boards. 


New “Honest Advertising” Law Sustained 


The honest advertising law applicable to the Dis- 
trict of Columbia, recently passed by Congress, has 
been sustained by the local courts, the first case 
brought to trial resulting in the conviction of the 
defendant and the levying of a fine of $300 and 
the imposition of a jail sentence of sixty days. In 
view of the fact that the proceeding was in the 
nature of a test case the court suspended the jail 
sentence but required the fine to be paid. 

Because of the general practice among the State 
legislatures to copy federal statutes which have suc- 
cessfully stood the test of examination by the fed- 
eral Judiciary, the outcome in this case is of very 
general interest to retailers in all lines. 

As recently stated in this correspondence, this 
case was brought under the new honest advertising 
law of the District by Special Agent LaVigne, of 
the American Fair Trade League, against Henry C. 
Southwick, secretary and treasurer of the so-called 
Southwick Shops, a series of haberdashery estab- 
lishments. This concern offered for sale under 
flaming placards a great variety of merchandise 
including some well-known brands of underwear. 

Persons entering the store to buy the trade- 
marked merchandise were invited to inspect other 
lines, and in many cases made additional purchases. 
Mr. LaVigne bought a shirt, a necktie and various 
other articles, which were placarded as being 
“worth” from two to three times the price asked. 
Upon submitting his purchases to experts, however, 
he decided he had been badly “stung” and he there- 
upon laid the matter before the District Attorney. 

In the ensuing trial it was clearly shown that the 
merchandise was very inferior and the defendant 
frankly admitted that it cost him much less than 
the “reduced prices” at which it was sold. It was 
made perfectly clear to the court, therefore, that 
the buyers were grossly misled as to the real value 
of their purchases. 

The defense set up was a novelty from the stand- 
point of retail merchandising. In substance South- 
wick declared that in his opinion the “actual value” 
of the merchandise sold by him, in the sense that 
the term was used in the placards on the goods, was 
“‘whatever they could be sold for.” In other words, 
if a confiding customer could be found for an article 
at a price three or four times its cost or three or 
four times what other merchants demanded for 
similar goods, the defendant claimed that such price 
was the “actual value” of the goods sold by him. 


Some Very Queer Reasoning 


After this extraordinary defense had been fully 
developed the presiding judge took a hand in the 
proceeding, demanding to know whether it would 
hurt the defendant’s conscience to sell a Palm 
Beach suit for $10 or $12 which had cost. him $3.50. 

“It would not,” replied the defendant. 

“Would you not consider it an imposition on the 
customer?” asked the court. 

“No, sir,” replied the defendant with emphasis. 
At this juncture the court evidently made up its 
mind and thereupon imposed sentence. 

The District statute is a very simple affair, mak- 
ing it a crime to utter by word of mouth, adver- 
tisement or otherwise, a false or misleading state- 
ment with regard to merchandise offered for sale. 
In effect, it merely formulates in definite form the 
common law against swindling, but there can be no 
doubt that the placing of such a measure on the 
statute books will be of great assistance to the 
authorities in preventing fraudulent sales. 




















The Far-Away Look 


It Should Be Displaced by One That Sees 
Near-by Opportunities 


At the left is Newell’s axe rack which was illustrated in HARDWARE AGE, Feb. 10, and which served as a model 


for the other fixtures made by H. A. Welton, Thomaston, Conn. 


The axe rack is 6 ft. high, while the other 


stands are but 2 ft. 


S progressive hardware merchants we like to 
read what the other chap is doing—we like to 
learn of the business methods that have made 

big stores and big men in the retail field. And if 
anyone asked our opinion most of us would declare 
with conviction that we wouldn’t attempt to run 
a store without a liberal supply of trade publica- 
tions. 

And we read them religiously and in the most 
' approved fashion. We have copies sent to the home 
address—we are pretty busy selling hardware in 
the daytime—and as we pull the big chair up to 
the fireplace in the evening, we open one of them to 
the first page that tells how Bill Jiggers, proprietor 
of the Never-Sleep Hardware Company of Spodunk 
ran a special sale of mop sticks that brought in 
every housewife and every janitor within a radius 
of 60 miles, and that created such a famine of mop 
stick lumber that.it was threatened by Government 
investigation. And we register a silent vow that 
we'd put on a sale of mop sticks next week if it 
weren’t for the fact that our class of customers is 
just a bit too good for that kind of a stunt. 

And a little farther we find a picture of a neat, 
home-made display rack for 24-in. pipe wrenches. 
“Blamed fine idea,” we remark to ourself, “and I’d 
have the boy make one if it weren’t for the fact 
that a 12-in. wrench is the biggest I have in stock.” 
And we turn to read how Sam Pluggem of Mud 
Haven made a half a million dollars selling carpet 
tacks by telephone, and remark on the wonderful 
possibilities in modern business methods. 


The Long Range Vision 

It’s great, isn’t it, to be able to read about the 
wonderful business methods of these chaps from 
Spodunk or Mud Haven? It makes a fellow get 
that long range vision, and feel that if only he were 
in Mud Haven or Spodunk he’d be a rip-snorting 
hardware man, with a brain as full of sterling ideas 
and a store as productive of selling methods as a 
magician’s silk hat is productive of rabbits and 
guinea pigs. 

What earthly use is there in the expenditure of 


the immense amount of money necessary to secure 
all this fine merchandising information if the only 
desire it creates in us is to make us wish that we 
were somewhere else than where we are? Of what 
material benefit is it to our business to wish that 
we were a Bill Jiggers or a Sam Pluggem? The 
only way we can get any benefit from their experi- 
ence is to apply their methods to our own condi- 
tions whenever we can make them fit. 

You will remember that in the issue of HArp- 
WARE AGE dated Feb. 10—the big Spring Buying 
Number—there appeared an illustration and a de- 
scriptive article of an axe rack used by H. F. 
Newell, Shelbourne Falls, Mass.—a rack that stood 
6 ft. high in reality, but that was more than a mile 
high in the owner’s estimation. 

Before that big issue of HARDWARE AGE came to 
the store of H. A. Welton, Thqmaston, Conn., axes 
were kept on a shelf where, in spite of the attention 
they were given, they soon became badly confused. 
Axes are about the most miserable things to pile 
that can be found in a hardware stock, and Welton’s 
method of stacking them had never received the 
official O.K. 

But the appearance of this article furnished the 
idea this dealer needed. No far-away look was 
there. The need and the opportunity were recog- 
nized the moment that illustration was seen, and 
a duplicate of the axe rack was built. Still, there 
is nothing very remarkable about that. Hundreds 
of similar fixtures have been copied from HARDWARE 
AGE in the past few years. 


From Axes to Fishing Tackle 


But there were a good many other articles in that 
store that needed attention almost as badly as axes 
did, and the handy man of the store saw possibili- 
ties in the same idea that was applied to the axe 
stock. He built three more racks on the same order. 
Whereas the axe display was 6 ft. high, these 
smaller ones were a little over 2 ft. in height. The 
base was 18 in. sq., and each side of the top meas- 
ured 12 in. The sides were covered with green 
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A sectional view of one of the counter display fixtures 
illustrating the construction 


burlap. On one rack was sampled fishing tackle, 
on another small automobile accessories were dis- 
played, and the third was given over to tools such 
as screw drivers, wrenches, tinners’ snips and sim- 
ilar items. 

But this dealer did not stop there; he went that 
axe rack one better. He considered it a waste of 
valuable space to have the interior of those display 
racks empty, so he hinged one side of each and put 
shelves in them in which a stock of goods shown 
on the outside could be carried. The racks were 
also built so that they could be turned easily, for 
examination of the four sides, from the front of 
the counter. A piece of 1-in. sheet iron, drilled 
half way through in the center, was fastened on a 
cross piece near the top of the rack and inside of 
it. This hole fitted a piece of 34-in. pipe fastened 
securely to the counter by means of a flange. 

This is one concrete example of a merchant whose 
business eyesight was concentrated neither on the 
far-off places nor entirely on his own little store. 
He could look away and bring back with him the 
vision of a solution of his own problems. 

Let us go back to that Spring Buying Number 
again. In a story about seeds, a funnel arrange- 
ment was illustrated that was used to make the 
filling of seed bags an easier proposition than it 
usually is. The funnel was fastened by means of 
a piece of strap iron to the edge of a table. We ran 
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The funnel and slide arrangement for use in filling 
seed bags was adapted with several improvements, 
from an illustration in the Spring Buying Number of 
HARDWARE AGE. The wooden frame into which the 
funnel is placed is illustrated at the right 
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across an instance not long ago where the same idea 
had been adopted with a few important changes. 
Space is very limited in the store in which it was 
found. In order that the funnel would not jut 
into the aisle, a wooden frame was built into which 
the funnel would just fit. This was fastened under 
the upper edge of a high table in such a manner 
that it could be turned out of the way when not 
needed. Underneath it a shelf was built, similar 
to the slide used on an office desk, that could be 
pushed under the table when not in use. It acted 
as a rest for the bag and prevented the rush of 
seeds tearing it from the salesman’s hand and 
spilling the contents. This is another good exam- 
ple of a long range vision. 

The solutions of many of our individual problems 
can be produced from sources far removed from the 
hardware business and yet quite near home. Every 
retailer has practically the same difficulties to face 
and overcome. He must solve the problems of dis- 
play, credit, delivery, salaries and a dozen others. 
There are methods in grocery stores, book stores 
and haberdashery shops that with slight changes 
might be made to fit as well with hardware as 
with groceries, books or neckties. A little counter 
display for canned goods might suggest an arrange- 
ment for paint; the window methods of the haber- 
dasher might profitably be applied to many lines 
included in a hardware stock; the efficiency of a 
grocer’s delivery system might suggest a means of 
speeding up our own service. 

Railroad journeys, automobile trips, even theater 
parties can be made productive of adaptable ideas 
if the eye and the mind are trained to pick them 
out. The finished product may have so little re- 
semblance to the original method as to be hardly 
recognizable. So long as we have a good founda- 
tion we can construct to suit conditions. It is up 
to us to look about us. 


Kansas Firm Appreciates 


Publicity for the Retailer 


Emporia, Kan. 
To the Editor: 

We inclose one of our Range Eternal demonstra- 
tion announcement ads. We would be pleased to 
receive comments as to its value as an advertise- 
‘ment. We have profited very much. by the aid of 
your department, Publicity for the Retailer, and we 
think it the best offered by any hardware maga- 
zine. Wishing you continued success, we are, 

THE HAYNES HARDWARE COMPANY, 
Charles L. Haynes. 


C. A. GILBERT, who has been successively branch man- 
ager in the central territory and assistant district man- 
ager for the U. S. Tire Company, and later general 
sales manager for the U. S. Tire & Rubber Company 
of California, has been made a general manager of 
sales of the Cleveland Motorcycle Mfg. Company. Mr. 
Gilbert is nationally acquainted with the motorcycle 
and accessory field, and he takes up his new duties be- 
cause of his belief in the big future of the light weight 
motorcycle. 


J. K. LARKIN & Co. have recently been named as dis- 
tributors of black and galvanized pipe made by the 
Jones & Laughlin Steel Company, Pittsburgh, Pa. Lar- 
kin & Co. have large warehouses in New York and 
Brooklyn, where full stocks of pipe will be carried, also 
fittings, valves and all kindred material incidental to 
the pipe business. The company handles many of the 
steel products manufactured by the Jones & Laughlin 
Steel Company. 














October 19, 1916 


A view of the Harvey & Adams Hardware Company’s store at Geyser, Mont. 


Personal 


RALPH G. FARRELL has been appointed vice-president 
and general manager of the Bridgeport Screw Company, 
Bridgeport, Conn., in the place of W. H. Farrell, who 
has resigned the position of general manager, but who 
still retains an active interest in the business as presi- 
dent. Ralph G. Farrell is a graduate of Sheffield Scien- 
tific School, Yale University, and has been connected 
with the Carnegie Steel Company’s works at Youngs- 


Ralph G. Farrell 


town, Ohio, the American Steel & Wire Company’s 
plant at Worcester, Mass., and as assistant manager 
of the United States Steel Products Company. He is 
the son of W. H. Farrell and a nephew of J. A. Farrell, 
president of the United States Steel Corporation. 


GEORGE RHINES, formerly with Crane & Co. of Chi- 
cago, and later manager of Stanley G. Flagg & Co., 
has become secretary of the Allith-Prouty Company, 


Danville, Ill F. C. McClimans, who was associated 
with this company for several years, and later with 
The Payson Mfg. Company, is now sales manager for 
the Allith-Prouty Company. 


Has Read Hardware Age for 
Six Years 


Geyser, Mont. 


To the Editor: 

Inclosed you will find picture of our small town 
hardware store. We have a population of about 
350. 

We have been readers of HARDWARE AGE for the 
last six years, and hope to continue to take it as 
long as we stay in the hardwatfe business. We find 
HARDWARE AGE a very big help. 

THE HARNEY & ADAMS HARDWARE COMPANY. 


THE Evapco MrG. COMPANY, 427 Grand Riyer Avenue, 
Detroit, Mich., has found it necessary to completely 
reorganize its sales department, and has secured Kirk 
Taylor, who was formerly assistant manager for the 
New Era Spring & Specialty Company of Detroit, to 
take the position of sales and advertising manager. Mr. 
Taylor has been with the New Era Company for the 
past two years and was in close touch with the auto- 
mobile accessory jobbers, both local and national, during 
that period. The Evapco Mfg. Company will confine 
itself in the future to selling jobbers. Besides handling 
the sales and advertising for the company, Mr. Taylor 
will assume charge of the Jiffy Starter advertising. 
This concern has been incorporated with the Evapco 
Company. 


E. I. pu PONT DE Nemours & Co., Wilmington, Del., 
conduct the Du Pont trap-shooting school on the ocean 
end of Young’s Million Dollar pier. During the joint 
convention of the National Hardware Association and 
American Hardware Manufacturers’ Association held 
this week at Atlantic City, a Du Pont sterling silver 
trophy spoon will be given each day to both the lady and 
gentleman in attendance at the convention making the 
high score at 25 targets. 
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Hardware Secretaries Meet in St. Louis 


Attendance Good—Many Prominent Visitors Present 


HE fourth annual meeting of the National 
Association of Retail Hardware Secretaries, 
held Oct. 10, 11 and 12 at the Marquette Ho- 

tel, St. Louis, Mo., was one of the most interest- 
ing conferences in the history of the association. 
The attendance was exceptionally good, all the sec- 
retaries being present with the exception of W. P. 
Lewis, W. L. Harlar, B. H. Getz, E. E. Lucas and 
Charles N. Barnes. There were also many distin- 
guished visitors at the sessions, including the fol- 
lowing presidents of hardware associations: E. 
Barrott of Indiana, W. J. Deering of Iowa, Karl 
S. Judson of Michigan, F. C. Thorpe of Missouri, 
J. B. Sellars of New York and H. B. McGrath of 
Ohio; also the following officers of the National 
Hardware Association: President Charles T. Wood- 
ward, Carlinville, Ill.; Vice-President J. R. Gamble, 
Montgomery, Ala.; Treasurer Milo J. Thomas, 
Corunna, Ind.; Secretary M. L. Coley, Argos, Ind.; 
J. M. Campbell, Bowling Green, Ky., and E. M. 
Healey,. Dubuque, Iowa, members of the executive 
committee. 

Both forenoon and afternoon sessions were held 
throughout the conference, and the meetings de- 
veloped into a series of interesting discussions of 
the problems directly affecting the interests of re- 
tail hardware secretaries. President P. J. Jacobs 
of Stevens Point presided and Secrétary-treasurer 
H. O. Roberts of Minneapolis looked after the rec- 
ords and collected the dues. 

During the sessions, Herbert P. Sheets of the 
National Price and Service Bureau gave a very 
interesting address on “The Program for a State 
Convention,” and G. A. Feil of Boston spoke briefly 
along the lines of “Education That Will Help the 
Retail Merchant.” John B. Foley of New York 
handled the subject, “Personality of the Retail 
Merchant and the Secretary,” while J. B. Carson 
gave his solution of “How the Secretary Can Handle 
the Merchants’ Problems.” Office systems were 
thoroughly discussed by A. J. Scott of Michigan, 
and Secretary H. O. Roberts of Minneapolis made 
an interesting address on the subject of “Re- 
search.” Nathan Roberts of Nebraska was last 
on the program with a synopsis of the problems 
confronting the retail merchant and plans whereby 
the secretary can assist in solving them. 

The following committees were appointed at the 
opening meeting: 

Nominations—A. J. Scott, Marine City, Mich.; 
T. W. Dixon, Charlotte, N. C.; Nathan Roberts, 
Lincoln, Neb. 

Auditing—J. B. Foley, Syracuse, N. Y.; Geo. A. 
Fiel, Boston, Mass.; Nathan Roberts, Lincoln, Neb. 

Suggestions—George M. Gray, Coshocton, Ohio; 
Grover T. Adams, Little Rock, Ark.; J. M. Stone, 
Sturgis, Ky. 

Press—A. R. Tale, Mason City, lowa; L. D. Nish, 
Elgin, Ill.; F. X. Becherer, St. Louis, Mo. 

A committee for the purpose of arranging a uni- 
form program to be used at State hardware conven- 
tions was also appointed, consisting of L. D. Nish 
of Illinois, P. J. Jacobs of Wisconsin, A. R. Sale of 
Iowa, H. O. Roberts of Minnesota and A. J. Scott 
of Michigan. This committee is to meet in Chicago 
on Monday, Oct. 23, in an effort to complete the 
work before the convention season opens. 
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The election of officers took place with the fol- 
lowing result: President, J. M. Stone, Sturgis, 
Ky.; vice-president, John B. Foley, Syracuse, New 
York; secretary-treasurer, H. O. Roberts, Minne- 
apolis, Minn. 

The next annual meeting of the association will 
be held in Chicago the second week in October, 
1917. 

On Tuesday evening the visiting secretaries were 
entertained at dinner at the Missouri Athletic 
Club and on Wednesday evening were guests at 
a banquet given by the Missouri Hardware Asso- 
ciation. Both dinners were well attended and thor- 
oughly enjoyed by the visitors. 


Conference of Mutual Insurance Secretaries 


At the close of the hardware secretaries meeting 
in St. Louis, a conference of the Mutual Insurance 
Secretaries was held at the Marquette Hotel, Fri- 
day, Oct. 18. A good majority of the insurance 
secretaries were present and the sessions were ex- 
tremely interesting and instructive. Glenn Walker 
of Fort Worth, Tex., and C. A. Purmort, Van Wert, 
Ohio, were invited guests and their suggestions 
were of great benefit to the members present. Sec- 
retary Buxton of the Minnesota Implement Dealers’ 
Association also attended the meetings and assisted 
in the work. 

A great deal of interest was manifested in the 
work of the National Mutual Insurance Associa- 
tion, and the members expressed themselves as 
heartily in accord with its policies. 

George M. Gray was re-elected president of the 
association and A. R. Sale, who has so ably at- 
tended to clerical work, was re-elected secretary. 
It was decided to hold the next annual conference 
at the same time as the next annual meeting of the 
hardware secretaries. 
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Nothing Doing 


[ SADOR LINSKI was working for the I. Cohen Co.; 

he concluded he was underpaid, and decided to have 
an interview with Mr. Cohen, his employer, regarding 
his wage increase, so he said: 

“Good morning, Mr. Cohen.” 

“Good morning, Isador; vat iss wrong mit you?” 

“Vel, I will tell you, Mr. Cohen. I have been vorking 
for you almost two years and you are only paying me 
one dollar a day yet. I ask of you dot you please raise 
my Rd 

“Vy, Isador, I am surprised mit you. Vait, I get some 
paper and pencil. I vill figure out for you dot you cer- 
tainly are getting vel paid. Look here now, there are 
three hundred and sixty-five days in a year....365 days 
You sleep one-third of dat time ” 


You have left 243 days 
One-third of dat is for recreation > Ml 


CNcago 


Daily News 


You have left 
There are fifty-two Sundays in a year........ 5% 


You have nothing left 


And then you take off Christmas Day, don’t you? Vel, 

Isador, you owe me a day. Now you go back to work 

and don’t let me hear such foolish talk from you again.” 
Isador returned to his duties.—Exchange. 





Display of builders’ hardware made by Roy Huntington for the Neyhart Hardware Company, Williamsport, Pa. 
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Co-operation 


HAT promises to be the biggest gather- 
ing of retail hardware merchants 
ever held in the United States is 

planned to take place in New York City 
Feb. 6 to 9 inclusive, 1917, when the New 
York State and the Pennsylvania and Atlan- 
tic Seaboard Associations hold their joint 
meeting. The headquarters will be the Hotel 
Astor, where the convention sessions will be 
held, and the exhibition will be staged at 
Madison Square Garden. 

A special hardware train will be run from 
Buffalo, N. Y., on Monday morning, Feb. 5, 
about 8.30, over the New York Central 
arriving at the Grand Central Terminal in 
New York City about six o’clock in the even- 
ing. Another special, carrying the Pennsyl- 
vania and Atlantic Seaboard hardware men, 
will leave Pittsburgh Monday morning and 
arrive at the Pennsylvania station in New 
York City about 6.30 Monday evening. 

A program of unusual merit has been pre- 
pared, and a very strong campaign inaugu- 
rated to make the hardware exhibit the best 
ever held. Madison Square Garden is so ar- 
ranged that 230 splendid exhibition booths 
can be built. In the prospectus just mailed 
out by Secretaries Foley and Lewis the exhi- 
bition feature is presented in a most business- 
like manner. The merchants of the New 
York State Hardware Association have al- 
ways been very liberal buyers at their exhi- 
bition, and the Pennsylvania and Atlantic 
Seaboard dealers have set records hard to 
equal. At the Philadelphia exhibition, held 
in 1914, 1311 orders were placed by dealers, 
and the amount of the purchases was, in 
round figures, $119,000. A year later, in 
Newark, 1636 orders were placed, and the 
total of purchases amounted to $136,000. 
Last year, at Pittsburgh, the dealers of this 
association placed 1581 orders, amounting to 
$173,000. This joint exhibition will, in all 
likelihood, exceed in business produced the 
results of any hardware exhibition ever held. 

It has been rumored in trade circles for 
the past two years that enmity existed be- 


I 


Comment 


tween these two great retail organizations 
because of differences of opinion regarding 
the territory in which they might seek mem- 
bership. These reports might at one time 
have contained a grain of truth, but the spirit 
back of this joint meeting, and the enthusi- 
asm with which the memberships of these 
two big retail associations are entering their 
campaign is splendid evidence of the level- 
headed, constructive co-operation which is 
taking place. 

It has been felt in many circles that many 
of the State hardware associations could com- 
bine their meetings and their exhibitions to 
the mutual benefit not only of the association 
members, but of the exhibitors. The major- 
ity of the manufacturers and jobbers who 
have exhibited in the past at the Pennsyl- 
vania and Atiantic Seaboard show have also 
shown their wares at the New York State 
Retail Hardware Exhibit. This double dis- 
play has required a double expenditure for 
booths, salaries and expenses. Secretaries 
Foley and Lewis are to be congratulated on 
their desire and ability to bring about this, 
the first great economy, among the big retail 
hardware associations. Manufacturers and 
wholesalers will undoubtedly give these asso- 
ciations their hearty approval and support, 
and the big exhibition at Madison Square 
Garden will probably be attended by hun- 
‘dreds of hardware merchants from other 
States, who will avail themselves of this op- 
portunity to see what promises to be the big- 
gest exhibition of American hardware ever 
brought together. 


The Matter of Prices 


HE most serious problem that confronts 
the hardware dealer to-day is the 
question of how he shall conduct his mer- 

chandising policy. Goods are scarce and hard 
to get in many lines, and prices of a large 
number of articles have attained heights un- 
known for many years. Yet, despite these 
apparently forbidding conditions, demand 
grows in increasing volume and apparently 
with no cessation in sight. The experience 
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of the past all testifies that high prices of 
commodities have a tendency to check de- 
mand, yet such is not the result now to any 
appreciable extent, and the reason seems to 
be that the purchasing power of so great a 
proportion of the consuming public has been 
enlarged by a year of unbounded pros- 
perity and enormous additions to the wealth 
of this country. Prices that seemed impossi- 
ble twelve months ago are accepted now as a 
matter of course, so easily does human na- 
ture adjust itself to new conditions and en- 
vironments. 

Probably most of the prevailing prices are 
justified to a large extent, though not en- 
tirely, by the fast mounting cost of produc- 
tion incident to the steadily increasing prices 
of material, the difficulty in procuring sup- 
plies, the abnormally high wages of all work- 
ingmen, to which must be added the ineffi- 
ciency and unrest of labor. Yet it is very 
sure that many manufacturers have taken 
advantage of the situation to boost prices 
that they may make hay while the sun 
shines. They clearly perceive that it is the 
opportunity of a lifetime. Meanwhile, de- 
spite conditions that are unnatural and ab- 
normal in many regards, there is no reason 
to believe that either demand or prices have 
reached the top. 

It likewise seems an- easy prophecy that 
until the European War comes to an end, 
only some unexpected and far-reaching cat- 
astrophe, such as a general crop failure next 
season, can prevent present prices from ris- 
ing to still greater heights. There does not 
seem any danger of undue speculation save 
in the Wall Street gambling stock market, 
and that corrects itself by the usual fleecing 
of the misguided lambs by manipulated re- 
actions that keep the market from running 
away and endangering the game of the 
spoilers. 

There is apparently no reason to appre- 
hend a money panic, for there is no infla- 
tion, and our financial system is in itself a 
guarantee of safety in that regard. 

If it is evident that these things cannot 
last indefinitely, it is equally evident that 
the end is not yet in sight. There cannot be 
any general prescription as to how any 
dealer shall order his goings other than that 
prescribed by common sense and judgment. 
It is going to be necessary for many months 
for one to carry good stocks if one is to take 
advantage of a golden opportunity that may 





not occur again in a long stretch of years. 

There must be some thought taken for the 
morrow as to providing for the coming holi- 
day goods, for seasonable goods, not only of 
winter but of next spring, or they will not be 
on hand when wanted. The part of wisdom, 
therefore, is one of mingled caution and ven- 
ture. It is not wise to order more than one 
needs for one’s immediate wants, but the im- 
possibility of doing this at a time when 
prompt shipments are not to be had, means 
a further forecasting of wants in the near 
future by taking goods when you can get 
them, but not taking more than you are sure 
you can dispose of in a reasonable time. 


Government Needs Get 


Preference 


AVY Department officials, according to 
Washington advices, are paying high 
tribute to the patriotism of American 

shipbuilders and of manufacturers of mate- 
rials entering into the construction of war 
vessels. 

Confident predictions are made that there 
will be plenty of genuine competition for the 
contracts covering the 1917 building pro- 
gram to be let upon the basis of bids to be 
opened Oct. 25 on 59 vessels and Dec. 6 on 
4 battle cruisers. The confidence of the 
Department is based not only upon the large 
number of applications for plans and speci- 
fications but also upon written and verbal 
assurances that have come from some of the 
leading men in the shipping industry, in the 
steel trade, and in other lines of manufacture 
tributary to shipbuilding. ft has been made 
perfectly clear to the Department that the 
shipyards are not looking for business, but 
on the contrary that their facilities are 
mortgaged for a long time to come. Ship- 
builders, however, have given very positive 


assurances that they will not only accord the 
naval work a distinct preference, as com- 
pared with all merchant work not already 
contracted for with specified deliveries, but 
that wherever possible existing facilities will 
be expanded liberally, irrespective of any 
business that may follow the contracts now 
offered by the Department. This public-spir- 
ited attitude on the part of the shipbuilders 
is the more notable in view of the unjust cri- 
ticism to which they have been subjected by 
the Secretary of the Navy because of their 
failure to meet his views concerning the cost 
of constructing the dreadnaughts author- 
ized a year ago. 
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Automobile Accessory Jobbers Meet 


in St. 


Louis 


Next Convention to Be Held in Chicago 


HE autumn meeting of the National Associa- 
tion of Automobile Accessory Jobbers, held 
in St. Louis, Oct. 4, 5 and 6, was one of the 

most interesting in the history of the association. 
The members were given ample opportunity to ex- 
press their views on all subjects presented and the 
discussions were earnest and at times spirited. The 
attendance was heavy, there being 275 members 
registered, and the $5 fee for attendance at roll 
call insured a good audience at every session. Re- 
gardless of weather conditions in other parts of the 
country, it was summer in St. Louis. Overcoats 
were taboo and electric fans were in evidence at 
all times in the convention hall. 

Monday and Tuesday of convention week were 
given over to the meeting of committees, the first 
open session convening Wednesday at 10 a. m. Com- 
missioner W. M. Webster outlined the work before 
the convention and explained the objects for which 
the association was formed. He declared that it 
was the purpose of the association to do nothing 
which could at any time be construed as contrary 
to law, and to bend all efforts toward the uplifting 
of conditions under which accessory dealers operate. 

The following committees were then appointed 
by President Dean: 

Press—Sydney B. Dean, St. Paul, Minn.; P. 
Lyon, San Francisco, Cal., and C. A. Payne, Provi- 
dence, R. I. 

Credentials—W. H. Niekamp, St. Louis, Mo.; 
C. R. Swisshelm, Jamestown, N. Y. 

Resolutions—R. R. Englehart, Davenport, Iowa; 
M. D. Campbell, Cincinnati, Ohio; C. C. Hillis, San 
Francisco, Cal.; S. A. Fulton, Milwaukee, Wis.; 
D. R. Benton, Richmond, Va.; G. A. MacWilliam, 
Toronto, Canada; C. E. Scott, Dallas, Tex.; C. E. 
Jackson, Pittsburgh, Pa.; G. T. Briggs, Indianap- 
olis, Ind.; C. A. Wigmore, Pa.; H. F. Brownell, 
Sioux Falls, S. D. 

The session was then adjourned and the mem- 
bers attended lunch as guests of the St. Louis’ 
Business Men’s League. 

The afternoon session was taken up almost en- 
tirely by prominent speakers who addressed the 
convention on business subjects. Charles Nagel, 
ex-Secretary of the Interior, spoke very entertain- 
ingly on the subject of business co-operation. He 
brought out very forcibly the fact that business 
had in the past been the foot ball’ of politics and 
explained that business ills could not be cured by 
doses of political medicine, but would readily re- 
spond to a co-operative business remedy. 

Mr. Nagel was followed by H. G. Wilson, Traffic 
Commissioner of the Toledo Commerce Club. Mr. 
Wilson told of the thoroughness with which the 
railroads of the United States are organized and 
the comparatively small extent to which shippers 
were co-operating with each other. He brought to 
the notice of the members the fact that railroads 
are at this time re-writing the classification of vari- 
ous lines, among which are automobile accessories. 
According to Mr. Wilson this is only another method 
of increasing freight rates. 

It was the intention of the association officers to 
bring the business of the convention to a close Fri- 
day morning. The consideration of the various 


committee reports however and the discussion of 
resolutions offered, made an afternoon session nec- 
essary and the convention did not adjourn until 
after 5 p. m. 

During the Friday sessions amendments to the 
constitution and by-laws were passed, making the 
president of the association ineligible to succeed 
himself and making the retiring president a mem- 
ber of the advisory board for one year following his 
term of office. The amendments also provided for 
three meetings a year, instead of four as in the past. 
The membership committee was increased from 
seven to eleven members, and the members of the 
Board of Directors were allowed an attendance fee 
for attending the meetings, under the same con- 
ditions as apply to members in attendance at con- 
vention sessions. 

The reports of the Committee on Assisting the 
Trade and the Standardization Committee were 
adopted as follows: 


Report of Committee on Assisting the Trade 


G 00ns manufactured for consumption by the auto- 

mobile owner usually follow a certain definite chan- 
nel of distribution. The manufacturer sells and delivers 
to the jobber, the jobber to the dealer, the dealer to the 
ultimate consumer. 

Experience has taught the manufacturer and jobber 
very generally the necessity of using up-to-date mer- 
chandising methods. The dealer, however, has not 
generally realized this necessity. This may be due to a 
number of reasons, such as the enormous growth of the 
garage business, which has kept him swamped, or that 
he perhaps yesterday was a mechanic working in some 
shop, without possible chance of learning how to 
do business. With such conditions, it is not to be 
wondered at that he is not a real merchant. 

What the garage man needs is assistance in mer- 
chandising. This accomplished, the garage man, in- 
stead of acting as a brake on the accessory trade, 
should add a considerable impetus to it. He is the 
man who sells the goods to the consumer and conse- 
quently should be a real merchant. 


Aid of Jobber and Manufacturer Needed 


To accomplish this, the jobber and manufacturer 
must lend their combined assistance. Your committee 
believes that a national campaign would accomplish 
splendid results and that this campaign should be con- 
ducted along the line of national publicity in selected 
trade papers. Paid advertisements would permit our 
saying what we want to have said, although the various 
trade publications would undoubtedly assist in an 
editorial way. 

By the item, “Better Merchandising,” we mean not 
only the proper display of goods and the availing them- 
selves of Manufacturer’s National Advertising catalog, 
leaflets, etc., but also the improving of their relations 
with their own customers and with +he jobbers. 

We all know that retail customers impose on the gar- 
age man in the way of open accounts and not taking or 
keeping goods ordered and in many other different 
ways. The dealer not knowing differently, feels this 
is business custom, stands for it and then asks the 
jobber to do the same, and so on up to the manufacturer. 


Co-operation Between Dealer and Jobber 


We also want to create a better feeling for co-oper- 
ation between the dealer and jobber. A dealer should 
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know he should not order out a bill of goods and then 
refuse them on arrival, even if promptly shipped, with- 
out being willing to prepay return charges and cost of 
handling. Such a situation aggravates both parties, 
does not tend to good feeling and sometimes causes 
mutual loss. 

There are many other such situations arising daily 
and if jobbers and dealers only had a common under- 
standing of how to handle such situations, much would 
be accomplished. 

National publicity in the way of teaching better mer- 
chandising methods would tend to smooth out the path 
from the manufacturer to the ultimate consumer and 
mean more business for all concerned. 


Trade Papers 


Your committee, therefore, asks that you authorize 
them to expend, if necessary, not more than one thous- 
and ($1,000) dollars in trade papers during the three or 
four months preceding the next meeting. Results of 
such work will then be better known and brought up 
before the meeting. 

It is to be hoped that a full discussion of this report 
may be had, as the foregoing gives only a very brief 
outline of what the committee has discussed and many 
of the points to be covered have not been touched upon 
in this report. 


Manufacturers’ Advertising Matter 


Your committee finds that one of the things most 
needed to assist the trade is the development of some 
method whereby dealers will be taught how to use to 
their greatest advantage the advertising matter fur- 
nished them by the manufacturer. 

As we see it, the manufacturers are spending thous- 
ands of dollars for advertising matter and the dealer 
is losing entirely, or almost so, the benefits he could 
derive from its proper use. 

Investigation leads us to believe that this is due to 
two causes: 

First, the manufacturer consults neither the jobber 
nor the dealer in an effort to find out what the dealer 
most needs in the way of sales helps and advertising, 
but assuming that he is all Wise, goes ahead and pre- 
pares whatever the more or less vivid imagination of his 
Advertising Manager conceives, and after it has been 
prepared, ships to the dealer or jobber whatever amount 
of matter he thinks they should use, regardless of their 
actual requirements. 

These are our findings: 

That most of the waste is the result of ignorance of 
actual requirements upon the part of the manufacturer. 

That a large part of the matter which is well pre- 
pared and suitable for use is not properly distributed, 
because of the ignorance of the dealer as to the import- 
ance of advertising properly done as a factor in build- 
ing his business. 

The suggested remedy: 

That the Manufacturer’s Division appoint a commit- 
tee to investigate the requirements of the dealer and 
the jobber in these regards. 

That a campaign of education be entered into by both 
the jobber and the manufacturer, with the idea of teach- 
ing the dealer the use of proper advertising for the pur- 
pose of establishing the connection between the con- 
sumer demand, created by the manufacturer’s publica- 
tion advertising, and the source of supply, which is the 
dealer’s stock. 


_Pirating of Manufacturer’s Designs 


Your committee has gone carefully over the corres- 
pondence and the bill H. R. 14666, which is drafted for 
the purpose of putting a stop on the so-called “Pirat- 
ing” of manufacturer’s designs, or duplicating them in 
a cheaper product for the purpose of profiting illegiti- 
mately, from the work done by the original designer, and 
securing business through trading on the honest reputa- 
tion he has built, and maintained for the article. We 
find it to be a good bill and recommend that the com- 
missioner cause to be sent to each member a copy of 
the bill and that the Legislative Committee take such 
steps as are within its power to secure the bill’s passage. 


Poor Accounting Cause of Failures 


Your committee has given some study to the account- 
ing methods used by the smaller dealers and finds in this, 
much of the cause for the large percentage of failures 
which occur in the trade. 

We believe that some concerted action should be taken 
to assist the dealer to overcome these deficiencies, and as 
a step in the right direction, we believe that if each 
member would forward to headquarters a description of 
cases of bad management and the results which come to 
his attention from time to time and if these were printed 
in leaflet form for distribution by the members, by in- 
sertion in their mail, much good could be accomplished. 
These leaflets should be so written in each case that they 
would give the cause, the effect and the remedy. Much 
of this matter would be used gladly by the trade papers. 

We believe that the new committee should get in 
touch with the proper committee of the Associated Ad- 
vertising Clubs of the World, who have already spent 
upwards of thirty thousand dollars in the development 
of business and bookkeeping systems for use by small 
jewelers, shoe stores, clothing stores and several other 
lines, with the idea of co-operating with them in per- 
fecting a system for use by small dealers and garage 
owners and that if necessary, this association should 
assist financially in this work, thus taking advantage of 
the tremendous amount of work already done, and tak- 
ing advantage of their permanent organization. 


Packing and Labeling Goods 


We recognize the fact that many manufacturers do 
not pay sufficient attention to the packing and labeling 
of their products, with the result that in many instances 
such products reach the distributor in a broken con- 
tainer rendering them to some extent unsalable. 

We would therefore suggest that all manufacturers 
use due care in packing their goods that they may reach 
the purchaser in full saleable condition, each separate 
unit properly marked or labeled and with cut of article. 

We also believe that the manufacturer should pay full 
attention to the requests and shipping directions, as out- 
lined on the various purchase orders. 


Prices per Gross Lots 


We believe all manufacturers now listing their goods 
by the gross or 144 pieces should base their prices on 
lots of 100 pieces. 

Movement should be towards small unit packages put 
up in a substantial manner plainly labeled with cut of 
article, which would assure the manufacturer’s product 
reaching consumer in good condition; a convenient unit 
for the jobber to sell to dealer, who then can make a 
proper display on his shelf. . 

The dealer can be educated to buy full unit packages 
by charging a higher price for lesser quantities, thereby 
inducing him to buy unit lots. 

The printing of retail prices on the labels of boxes, 
or the enclosing of price slips or circulars in the pack- 
age defeats its own purpose—convenience to the dealer, 
—in case prices advance, as they have in the past, as in 
this way he is often compelled to sell at the advertised 
prices, although his prices on the goods have advanced. 

We therefore suggest that no prices be shown on or tn 
any package. 


Brake Lining 


We recommend a standard roll for delivery to the 
jobber of 50 ft. 

Each roll to have size plainly stenciled, marked on 
outside as well as at intervals of 5 ft. the entire length 
of roll; these markings to be on inside surface. 


Canned Goods 


Cements, enamels, radiator compounds, carbon remov- 
ers, etc., should come in unit packages, 4, % and 1 pt. 
cans, one dozen in a unit; larger sizes 6 or less than a 
unit. 

We recommend the manufacture of several kinds and 
grades of tubes or blow-out patches, outer boots, etc.; 
pack each line or grade in boxes of different colors. 


ERA Raheem, pita ph nastiness Aparataia ie sane on 











Spark Plugs 


Believing that a unit package of 12 or 25 is better 
adapted for ease in handling than a package of 100, as 
used by some manufacturers, we suggest that all manu- 
facturers adopt the smaller unit, as may be agreed upon 
by this convention. 

A unit package to be enclosed in a firm, cardboard box, 
plainly labeled so it reaches the dealer’s shelf unbroken. 

We, in conclusion, recommend that in the case of the 
smaller items, such as pliers, wrenches, etc., now packed 
in single boxes, should be assembled in a package con- 
taining 12 or 25 as best suited for resale purpose. 

Each container to be marked with a printed label, 
showing plainly proper number and style of article and 
to show a cut of the article. 


Before the final adjournment the following reso- 
lutions were adopted: 


Resolutions 


The disposition of a bankrupt stock is fully covered by 
the existing bankruptcy laws. In the matter of stocks 
offered for liquidation, 

BE IT RESOLVED, that this association recommend 
to the manufacturer that whenever a considerable quan- 
tity of said manufacturer’s product is offered for sale at 
below prevailing market prices for such merchandise, 
for the purpose of closing out or liquidating a stock, that 
the manvfacturer offer to purchase said merchandise of 
his manufacture as it is offered if it is in salable condi- 
tion, to avoid having thrown upon the market a quantity 
of such goods and demoralizing trade conditions. 


Supplying Catalogs to Dealers 


WHEREAS it appears that certain jobbers have sup- 
plied retail dealers and others with their catalogs, and 

WHEREAS this practice tends to create in the mind 
of the dealer the idea that he is thereby nominated a job- 
ber and entitled to jobbers’ prices from various manu- 
facturers and other jobbers, even though his business is 
a retail proposition, and 

WHEREAS this practice, by reason of the fact that 
it is frequently carried on in localities outside the logi- 
cal trade territory of the jobber, furnishing the catalog, 
tends to work a hardship on the local jobbers and is 
manifestly unfair competition, and 

WHEREAS such unfair and unbusinesslike methods 
are contrary to the spirit of our organization 

THEREFORE BE IT RESOLVED that this organi- 
zation discourage and discountenance this practice and 
condemn in the strongest possible terms the furnishing 


of such catalogs and quoting of special discounts by , 


jobbers to dealers who have furnished such catalogs. 
Trade Directories 


WHEREAS certain publishing concerns have issued 
lists of alleged jobbers of automobile accessories which 
are so inaccurate that in some cases it has been found 
that some of the firms shown are not in existence, and 

WHEREAS a large percentage of the names given 
are those of service stations or dealers and in one 
instance a restaurant keeper was indicated as a jobber, 
therefore 

BE IT RESOLVED that we offer to such publications 
a source of correct information and refer them to our 
commissioner, and 

BE IT FURTHER RESOLVED that we ask our 
mmbership, both associate and regular, to use their 
influence with such publications, to have their published 
lists made correct. 


Payment of Bills 


WHEREAS the habit of some jobbers of not adher- 
ing strictly to terms of sale works hardship on the 
manufacturer, therefore 

BE IT RESOLVED that the buyer adhere strictly to 
the purchase terms whether these terms include a cash 
discount or are net. However, we recommend that 


manufacturers arrange their schedule of prices on a 


Hardware Age 


basis to permit of a discount for cash in ten days or on 
the tenth prox. of not less than 2 per cent. 
Auxiliary Associations 

WHEREAS we recognize the beneficient influence of 
local association work and auxiliary associations to our 
parent body, therefore 

BE IT RESOLVED that we encourage the formation 
of such auxiliaries with the recommendation that they 
file with the commissioner’s office a list of their officers 
and members, together with a copy of the minutes of 
their meetings, which will enable our commissioner to 
advise and guide them in their deliberations and use 
such information for the benefit of auxiliaries located 
in other sections. 


Supplying Car Manufacturers 


WHEREAS there seems to be an inclination on the 
part of some car manufacturers to buy certain acces- 
sories beyond the amount of their actual] requirements 
for manufacturing purposes, and 

WHEREAS these are disposed of to their agents at 
ruinous prices 

BE IT RESOLVED that we commend the attitude 
of accessory manufacturers in limiting their contracts 
with such car manufacturers to the goods actually used 
in the construction of their cars. 


Guaranty 


WHEREAS the practice indulged in by some manu- 
facturers of covering their goods with an unreasonable 
guaranty is detrimental to the trade and a nuisance 
and expense to the jobber 

BE IT RESOLVED that we condemn such practices 
and more especially the practice of a ten or thirty-day 
trial on any article of merchandise offered for sale. 


Direct Shipments 


We deem it not unreasonable that a manufacturer 
expect the jobber to carry sufficient stock of his product 
to supply demands in his territory, but we believe that 
the question of making direct shipments to the cus- 
tomers of the jobber is a matter which should be left 
to the discretion of the manufacturer himself. 


Bonus to Salesmen of the Jobber 


WHEREAS jobbers of automobile accessories who 
are members of this association have their own stock 
to merchandise, and 

WHEREAS it is the custom of some manufacturers 
to periodically offer prizes for various competitive sales 
of their merchandise, distribution of advertising, etc., 
and 

WHEREAS this custom is felt to be detrimental to 
the jobber in the proper merchandising of the jobber’s 
stock and the cause of demoralization of the sales force 
due to dissatisfaction created by the refusal to permit 
their participation, and 

WHEREAS it is felt to be to the best interest of all 
jobbers that they compensate their own sales forces in 
whatever manner they see fit, therefore 

BE IT RESOLVED that the National Association of 
Automobile Accessory Jobbers is unalterably opposed to 
any sales plan inaugurated by any manufacturer that 
shall include any payment to the salesman of a jobber 
for work done or any prizes to be awarded in compe- 
titions which might result in special attention being 
given to any line to the exclusion of competing lines. 


Manufacturers Asking Jobbers to Keep Special Records 
of Sales 


WHEREAS there seems to be a growing inclination 
upon the part of manufacturers to request that special 
records of sales of their commodities be kept by the 
jobbers, and 

WHEREAS this has a tendency to increase the cost 
of doing business, and 

WHEREAS the record of sales made by the jobber 
is not rightly the property of the manufacturer, there- 
fore 
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BE iT RESOLVED that it is the sense of this 
meeting that this practice be discouraged. 


Recommitted—Returned Goods 


We re-affirm the position as per a previous reso- 
lution that a service charge of not less than 10 per 
cent shall be made on returned goods and we recom- 
mend that all members use a sticker or other form of 
notification on their invoices, advising the purchaser 
of such policy. 


Amendments to the Constitution and By-Laws 


Be it ordered that Article 4 of the Constitution be 
amended by the addition of sections 3 and 4 as follows: 

Section 3—The president shall not be eligible to suc- 
ceed himself as we believe in rotation in office. 

Section 4—The retiring president shall for the year 
immediately following his term be an advisory member 
of the Board of Directors. 

Be it ordered that Article 10, Section 1 of the consti- 
tution be amended as follows: 

Section 1—The meetings of the association shall be 
held three times per year, at the call of the president, 
subject to the approval of a majority of the members 
as to time and place. 

Be it ordered that Article 5, Section 2, of the consti- 
tution, be amended as follows: 

Section 2—A membership committee of eleven mem- 
bers shall be appointed by the commissioner and an- 
nounced and ratified by the general meeting, and shall 
hold office until their successors are appointed and duly 
qualified. 

Be it ordered that Article 20 be amended by the ad- 
dition of Section 3, as follows: 

Section 3—Members of the board of directors shall be 
allowed an attendance fee for attending their meetings, 
of the same amount, in the same manner and under the 
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same conditions as provided for in Section 2 of this 
article. 


It was also voted to hold the next convention in 
Chicago, Jan. 24, 25 and 26, 1917. 

The amusement features of the convention were 
many, and were thoroughly enjoyed by the visitors. 
Tuesday evening the parade of the Veiled Prophets 
was the center of interest and great crowds 
thronged the streets to view the beautiful floats and 
listen to the music of the many bands. 

On Thursday the members were given an automo- 
bile ride through the city and county, arriving at 
the Sunset Inn Country Club in time to witness one 
of the beautiful sunsets for which that part of the 
country is justly famous. At the dinner and en- 
tertainment which followed, the members were the 
guests of the Curtis Pneumatic Machinery Com- 
pany, McQuay-Norris Mfg. Company, and the Sure 
Enough Mfg. Company. Nearly 400 people sat 
down to the banquet. There were several short 
talks by various live wires of the accessory jobbing 
field and a good musical program was provided. 

Dancing was in order on the broad porches of 
the inn and when the automobiles appeared to take 
the happy crowd back to the hotels it was the unani- 
mous verdict that St. Louis manufacturers need no 
pointers in the matter of entertainment. 

The ladies in attendance at the convention were 
entertained on Thursday with an automobile ride 
to the famous Shaw’s Botanical Gardens, and on 
Friday were escorted on a shopping tour through 
the business section of St. Louis. 

The entertainment features closed Saturday with 
a golf tournament at Glen Echo Club. 





Coming Conventions __ 


THE NATIONAL HARDWARE ASSOCIATION AND THE 
AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION JOINT ANNUAL CONVENTION, Atlantic City, 
N. J., Oct. 17, 18, 19, 20, 1916. Headquarters, 
Marlborough-Blenheim, for both associations. F. D. 
Mitchell, 233 Broadway, New York, secretary-treas- 
urer American Hardware Manufacturers’ Associa- 
tion, and T. James Fernley, 505 Arch Street, Phila- 
delphia, Pa., secretary-treasurer National Hard- 
ware Association. 


OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION AND EXHIBITION, Oklahoma City, 
Dec. 5, 6, 7, 1916. Hotel headquarters have not yet 
been decided upon. W. B. Porch, secretary, Okla- 
homa City, Okla. 


THE WESTERN RETAIL IMPLEMENT, VEHICLE AND 
HARDWARE ASSOCIATION CONVENTION AND EXHIBI- 
TION, Kansas City, Mo., Jan. 16, 17, 18, 1917. 
Headquarters, Coates House. H. J. Hodge secre- 
tary, Abilene, Kan. 


MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT DEALERS’ ASSOCIA- 
TION, CONVENTION AND EXHIBITION, St. Louis Coli- 
seum, St. Louis, Jan. 23, 24, 25, 26, 1917. F. X. 
Becherer, secretary, 5136 North Broadway, St. 
Louis Mo. 


INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Indianapolis, Jan. 30, 31, 
Feb. 1, 1917. M. L. Corey, secretary, Argos, Ind. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Omaha, Feb. 6, 7, 8, 9, 
1917. Nathan Roberts, secretary, Lincoln Neb. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION AND NEW YORK STATE RETAIL 


HARDWARE ASSOCIATION JOINT ANNUAL CONVEN- 
TION AND EXHIBITION, New York City, Feb. 6, 7, 8, 
9, 1917. Headquarters Hotel Astor, for both asso- 
ciations. Exhibition in Madison Square Garden 
auditorium. W. P. Lewis, Huntington, Pa., secre- 
tary-treasurer Pennsylvania and Atlantic Seaboard 
Hardware Association, and John B. Foley, Kirk 
Building, Syracuse, N. Y., secretary New York 
State Retail Hardware Association. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Milwaukee, Feb. 7, 8, 9, 
1917. P. J. Jacobs, secretary, Stevens Point, Wis. 

IoWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Des Moines, Feb. 13, 14, 15, 
16, 1917. Exhibit in Des Moines Coliseum, A. R. 
Sale, secretary, Mason City, Iowa. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Detroit, Feb. 13, 14, 15, 16, 1917. Official 
headquarters, Hotel Statler. Exhibits will be held 
at a separate hall to be announced later. Arthur 
J. Scott, secretary, Marine City, Mich. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Fargo, Feb. 14, 15, 
16, 1917. C. N. Barnes, secretary, Grand Forks, 
N. D. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Minn., Feb. 
20, 21, 22, 23, 1917. H. O. Roberts, secretary, 1032 
Metropolitan Life Building, Minneapolis, Minn. 

THE OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION Dayton, Feb. 20, 21, 22, 23, 1917. 
Exhibition will be held in Memorial Hall. James 
B. Carson, secretary, Dayton, Ohio. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Sioux Falls, Feb. 27, 
28, March 1, 2, 1917. H. C. Parker, secretary, 
Murdo, S. D. 
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Publicity for the Retailer 


A New Store Paper from Indiana—Gas Heaters Effectively 
Presented as a Fall Necessity—Interesting Wardrobe 
Trunk Ad—Appealing to the Hunter 


By BURT J. PARIS 


The Hunter’s Moon Hangs High 
No. 1 (2 cols. x 8 in.). This is a bad time of the 
year for the denizens of forest glade and open 


meadow and one corking time for the man in 
khaki who loves the smell of a fresh camp fire and 


“The Call of 
the Wild.” 


Have you heard it yet? 
If not, this month will 
bring it to you. 


GAME IS PLENTIFUL THIS FALL 


Are you prepared to get your share? If not let us help you outfit. 
Our stock contains everything you will require. Manufactured by- 


Makers you all know. 








SHOT GUNS AMMU- 

& RIFLES. NITION. 
Winchester, Dominion 
Remington, and U. M. C. 
mum, Knives 
Savage, Camp Stoves, 
Ross, Belts, Oil, 
Stevens, Gun Cases, 
iver-Johnson. Flashlights. 





Open season for Geese, Brant, 
Teal, Weed and Black Duck. 
SEPT. 15 TO NOV. 30, 
Open season for Moose, Caribou, 
Deer, Partridge and Wood Cock. 


Foxes—Oct. Ist to March Ist. 








Sumner Company, 


MAIN STREET. 
Game Licenses for Sale — See Our Window. 











No. 1—Well calculated to attract the sportsman’s eye 











Order 


ET PBX- 
by Mail W. J. PETTEE & CO. 


Oklahoma City, Okla. 94 

















Hartmann Rite-Hite 
Panama Wardrobe 


Forty inches high, brown fibre covered, black fibre 
bound. Trunk can be opened in corner of room. Steel 
collar reinforcing garment section. Every edge and 
all corners tounded and reinforced. Gibralterized 
construction. Cushion hinged top. Removable shoe 
box.. Convertible section for hats. Top drawef with 
lock_and partitions for sundries. Automatic locks, no 
bolts, no stooping or broken finger nails to. open 
trunk Can be used men or women. 

Garment capacity 18 4 25 gowns. Price $55, 00 
“Other styles Wardrobe Trunks from $27.50 up. 
Steamer and Dress Trunks $11.00 up. 

Traveling Bags and Suit Cases $1.00 up.—3d Floor 











Postage Prepaid on Mail Orders R. R. Fares Refunded 











No, 2—Stirs up a new interest in trunks 


the crack of a well-aimed shot. Likewise, it is a 
happy season for the hardware man whose racks 
and counters are bulging with guns and ammuni- 
tion and camp requisites. Witness this ad of the 
Sumner Company, Moncton, N. B. “The Call of the 
Wild” is the sportsman’s countersign, and coupled 
to that bold display line, “Game Is Plentiful This 
Fall,” should have stirred the hunter to action in 
preparing for his annual cobweb chasing expedition. 
The text here is very brief, but it features the idea 
of helpfulness in co-operating with the sportsman 
in the selection of his equipment. Leading makes 
of guns and ammunition mentioned here make the 
ad tie up to the national advertising of the firms 
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DEP.’6 PEP, THE MOST WIDELY CIRCULATED NEWSPAPER IN SHELBY COUNTY 


October, 1016 





“DeP.’S PEP 


A Monthly Booster Nowspaper. 





Published in the interests of 


THE J. G. DePREZ CO.'S 


BIG BUSY STORE 
18-20 PUBLIC SQUARE 


DEP.S PEP SENT FREE FOR 
THE ASKING 


D. WRAY DePREZ, Editor 


THE EDITOR OF DEP'S PEP. 

Just commonplace fellow who rolls 
up his sleeves and works and who 
knows more about the hardware bus- 
iness than he does about editing a 
booster trade paper. However, #s 
some one had to get out DeP.’s Pep, 
it fell to his unhappy lot. The edi- 
tor has served in every capacity 
around Shelbyville’s Greatest Store 
from blacking stoves to driving the 
deiivery wagon and from this varied 
experience he will try ‘to: ‘give his 
many readers the news of The J. G. 
DePresz Co.'s store, tell them the 
time to buy seasonable goods, spin a 
few yarns, make personal mention of 
interested customers and give you 
the items of interest that naturally 
happens around a thriving, growing, 
big, busy store. He is open to sug- 
gestions from patrons and clerks and 
he wants you to read every issue of 
DeP.’s Pep. This trade paper will 
be sent to you free every month, tell 
your friends about it and if you fail 
to receive this hustling monthly pa- 
per, let us know. We waat all Shel- 
by county to read DeP.’s Pep and the 
editor asks the co-operation of the 
thousands of customers that trade 
here 











_ Oe 
NO MEAN CITY, 

Fortunate indeed is the man, wo- 
‘man or child who has Shelbyville as 
their home. Fortunate indeed is the 
citizen who calls Shelbyville his coun- 
ty seat city, for Shelbyville is In- 
diana’s brightest spot. A city de- 
lightfully situated with broad, shad- 
ed streets, thriving business houses 
and active, busy manufacturing 
plants. A good market for the farm- 
ers’ grain and produce, a splendid 
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Farmers 


We are Gc per rod under the 
market price om fence. See us 
at once. 

THE J. G. DEPREZ OO. 
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SHELBYVILLE’S GREATEST STORE 


WEIGHED ON OUR SCALBS. 


One easy way to increase the value 
of your property is to encourage oth- 
ers to increase the value of theirs. 


Figures won't lie, but liars cas 
and will figure. 


of secrets as 
intend te keep 


None are so fond 
those who do not 
them. 


We can get stove repairs for any 
stove made. Let us order your re 
pairs. 


Never mind about being better 
than others; try to be better thas 
you yourself were yesterday. : 


Do not be too moral or you may 
cheat yourself out of much life. Aim 
above morslity. Be not simply good, 
be good for something. 


Ajax Automobile Tires guaranteed 
5,000 miles; 
Tires guaranteed 3,500 ‘niles. We 
Stand by what you buy in tires. 


Weed Non-Skid Chains in 4]! sizes. 
Every auto should have non-skid 
chains. Our auto accessory depart- 
ment containg many bargains. 

A pl line of alumi ware, 
a complete line of granite ware, « 
complete line of nickel-plated ware, 
a complete line of tin ware, and best 
of all our prices are exceptionally 
low 





Don't be too harsh in your judg- 
ment of the man who wil) not agree 
with you or who will not “come 
along.’ The most misused imple 
ment on earth is the hammer, bat 
even the hammer has some usefal 





ganization was given at the fair 
grounds. It was an impressive ex- 
hibition and held the attention of 
the vast crowd from start to finish. 
Then there was the automobile pa- 
rade and also-the baby parade, the 
exercises in the Public Square and 
the fireworks. Governor Ralston 
came down and helped us celebrate. 





shopping center to purchase every 
need 

The surrounding country is rich 
and flourishing in excellent produc- 
tive farms and Shelby county’s pro- 
duce goes out to feed the world, 
while the output of Shelbyville’s fac- 
tories is sold in every country on the 
globe. Therc are many bigger cities 
than Shelbyville, but there are none 
so friendly. Hospitality is the key- 
Bote everywhere. 

Shelbyville is a city of equality, 
‘where Bill knows Tom and Tom 
knows Sam, where we call each oth- 
‘er by our first mames and are inter- 
ested ip the city and in each other, 
and where handshakes and greetings 
are sincere and heartfelt.’ Let us all 
be boosters of our.grand city. Let us 
always sing the praises of Shelby- 
ville Let us speak with pride of In- 

* Alana’s brightest apét as “Paul did 
years ago of his home city when he 
said “Tt am a citizen. of no mean 
vitv (Acts 21°39). 


eee 
THE CENTENNIAL. 

On September 38, 29 and 30, 
Shelby county helped celebrate I[n- 
diana’ one hundredth anniversary 
with a gorgeous Historical Pageant 

" and appropriate exercised at Shelby- 
ville. These three days our city was 
‘nm gala attire and thousands of vist- 
tors thronged our streets 

The Historical Pageant (ellidg the 
“ery of Shelby county sine Its or- 


The me were very generous 
and gave away over $1,000 in mer- 
chandise. We say it was some cele- 
bration. 

And when you come to think of it 
—why shouldn’t we celeb One 
hundred years ago this section was a 
virgin forest id which roamed the 
Indian at will and where wild beasts 
had their lairs. Today this section 
has flourishing cities and towns and 
fertile fields and well kept farms. It 
is God’s country and we live in it. 
This section is prosperous and we are 
at peace. Why shouldn't we cele 
brate? 

-_—_-- oP 

Visit-our 10-cent counter in our 
Queensware Department. You find 
many bargains in disies that ring 
with true economy. 





Judge K. M. Hord says his oldest 
joke is the one about the city man 
Who waé visiting the man who had a 
bungalow in the country. The two 
men were sitting out on the porch 
after supper listening to the crickets 
chirping when the wife and daughter 
of the host began to sing while clear- 
ing away the dishes inside the house. 
The host was drowsy and soon began 
to nod. The guest listened to the 
singing for a few moments and then 
said: “That's pretty, isn’t it?” The 
droway host, thinking of the crick- 
ets, replied: “Yea. They do it with 





their hind legs.” 


No. 3—Its name is PEP a 


Ladies 


Our Queensware 
Department 


Is your department. Many novelties 
are always on display. 5 


CUT-GLASS TUMBLERS 
at 75c, 50c and 


Our 10-cent counter is loaded with 
real bargains. - Make this de 
partment your headquarters. 


Shelbyville’s Greatest Store 





md it has plenty of “pep” 


Luke McLuke says the one best 
bet we know of is that you are go 
ing to get punished when you do 
wrong. The boy who sasses his 
mother always grows up and mar- 
ries a woman who will Rnock his 
block off if he gives her gny back 
talk. 


A BIG PRICE. 

Frank P. Linville, Fairland R. R. 
2, sold 63 spring pigs and four sows 
the last week in September for §1,- 
420. When we heard this good news 
We were almost tempted to quit the 
hardware business and go to raising 
hogs. 


A BIG SALE. 

It is not an unusual thing for as 
to sell three or four bage burners in 
one day, but when we sell four large 
base burners to one family, we con- 
sider thfs an achievement of whieh 
we are justly proud. We sold to the 
well known Bausback family, proprie 
tors of the fertilizer plant west of 
the city, four No. 217 New Gigbe 
base burners, the grandest and larg- 
est base burner of our big line of 
stoves. These four New Globe base 
burners go to Omer. Bausback. 
George Bausback and Mrs. Robert 
Bausback, west of town ,and to Hen- 
ry Bausback in Rush county. We can 
assure the Bausback family they 
will be warm and comfortable al) 
winter. 


| THOMAS A. EDISON'S 


LATEST INVENTION 
The New Edison Diamond Disc 
Phonograph is the great inventor's 
latest invention. No needles to 
change. Hear this wonderful inetre- 
ment im our music room. A free 
demonstration at any time 








Diamond Automobile - 
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represented. Mention of game laws fixes the in- 
terest of the sportsman reader and also insures that 
the ad will be torn out and kept for reference by 
many of its readers. The illustrations are well 
chosen, but that at the top is too hazy. A sharper 
printing cut would have been much more effective. 


An Ad of Interest to Every Traveler 

No. 2 (2 cols. x 6% in.). W. J. Pettee & Co., 
Oklahoma City, Okla., sent us this ad and it should 
be given careful scrutiny, for it features a fast- 
selling article in a very convincing manner. The 
layout throws the cut into great prominence, mak- 
ing it plain just where the design of the trunk 
shows superiority to the ordinary type. The text 
takes care of all the details and the price mention 
puts the next step up to the reader. Not every 
hardware dealer carries a line of trunks and leather 
goods, but those who do seem to be having great 
success with the innovation. Trunks and leather 
specialties are as logical as automobile accessories, 
and we hope to have more ads like this one sent to 
us by dealers who are alive to the possibilities of 
new lines of goods. Note the listing of the cheaper 
trunk at $27.50. This is good work, for the ad’s 
appeal will then get to the reader who might be 
scared off by the $55 figure. 


A New Store Paper and a Good One 
No. 3 (9 in. x 14 in.). HARDWARE AGE’S propa- 
ganda in favor of the store paper is winning new 
adherents to the store paper idea each month. Now 
it is the J. G. DePrez Company of Shelbyville, Ind., 
that has joined the ranks of far-sighted merchants 
who are making deep trade dents with the selling 


Hardware Age 


power of the store publication. “DeP.’s PEP” is 
the snappy title of the DePrez paper, the editorial 
page of which we reproduce herewith. Pep cer- 
tainly starts out with plenty of “pep” and “punch.” 
The name aptly translates the editorial efficiency. 
The editor gives an account of himself in the open- 
ing editorial, which proves that Bostonese culture 
is not at all necessary to the forceful editing of a 
retail hardware store paper. Much has been said 
concerning the personality of a store paper, and 
if you will read this page you’ll know more about 
it than if you listened to an hour’s dissertation on 
the subject. Pep is of generous size, has four 
columns to the page, is printed on regular news- 
paper stock, is ornamented by an attractively let- 
tered heading on the first page, and carries a num- 
ber of general articles of real interest such as the 
Burmese method of utilizing elephants for hauling 
lumber, a forecast of conditions after the war, a 
sci ntific opinion by an agricultural college pro- 
fessor on the greater profit to be had by selling 
cream rather than to convert it into butter. We 
note with satisfaction that many display ads are 
used throughout the pages. On this page there are 
two, as will be seen. On other pages of the paper 
there is personal mention aplenty, and another item 
to note is the record of sale in the fourth column 
of this page. Noting sales in a store paper is good 
business, for it serves to help the reader to a de- 
cision and’ many times confirms judgment already 
made. For a first number, Pep comes close to shat- 
tering all previous standards, and if the pace is 
kept up, Pep will soon take its place as the DePrez 
Company’s greatest sales aid. 








A window display arranged by T. Montgomery for the Seep Bros. Branch of the United Hardware & Supply 
pre ae Oil City, Pa., featuring a gas fireplace heater—a display of which the suggestion of comfort is the one 
‘in 


outsta 
it won first honors in a 


g feature. Not only was it one of the most successful windows this concern has ever arranged, but 
r vote contest. This same idéa, so well carried out in this trim, is especially 


adaptable to a showing of andirons and other fireplace fixtures 





Missouri Hardware Man 


Seeks High Office 


WILLIAM C. ASKIN, who for many years was 

prominent in hardware and furniture circles 
in the State of Missouri, is candidate for Secretary 
of State of that great commonwealth. 

Mr. Askin was practically born in the hardware 
business, his father conducting a store at Salem, 
Mo. In the early days before railroad service came 
in the Salem district they hauled goods as far south 
as West Plains, Mo., covering a large territory. . In 


1899 William C. Askin formed a partnership with 
T. P. Dent, taking over Captain R. M. Askin’s busi- 
ness, the firm being known as Askin & Dent. In 
1902 Mr. Askin was appointed postmaster at Salem, 
although he still retained his interest in the hard- 
ware business. When the First National Bank was 
organized in that city in 1905 he was made vice- 
president, and later elected to the presidency, which 
position he still holds. It is good to see more busi- 
ness men of experience enter the political field. 
With the enormous amount of business legislation 
which is being enacted, municipal, State and na- 
tional bodies need level-headed, clear-thinking busi- 
ness men more now than ever before. 




















Trade Conditions and Iron, Steel and Hardware Prices 


NEW YORK 


Office of HARDWARE AGE, 
New York, Oct. 16, 1916. 
(THERE seems to have been prevalent an idea among 
many jobbers in the United States that the coming 
of a new year would also bring important recessions in 
prices, and that conservative buying in the meantime 
was wisest, with an expectation of better prices later. 

According to veteran hardware men in intimate touch 
with the largest jobbing trade, but not of it, the 
keener wholesalers in the Central West and elsewhere 
have begun to have misgivings running counter to 
previous theories regarding future markets and are 
recalling buying experiences a year ago. 

Regardless of what actually will happen and which 
no one can absolutely know, it is certain that prices 
for some time have been moving upward, with no ex- 
ceptions worth mentioning. Also that many manufac- 
turers with increasing frequency have been and are 
refusing to contract very far ahead for output unless 
at convenience of factory and the acceptance of prices 
ruling on date of shipment. 

It is likewise an economic fact that exports to the 
Allies alone, excluding all other parts of the world, 
for the eight months ended Aug. 31, last, exceeded 
$2,651,743,000, or more than the whole export trade of 
the U. S. A. (including foreign merchandise re- 
exported) for the entire fiscal year ended June 30, 1914, 
or $287,163,842 excess. This is comparable with $1,311,- 
351,402 total exports to all countries from the United 
States for the corresponding eight months of 1914. For 
the eight months ended Aug. 31, 1915, all United States 
exports of merchandise only (gold and silver excluded 
from all of these totals), were $1,568,751,000. Not only 
do shipments to the Allied Nations show no indications 
of falling off, but actually are constantly increasing. 
Then the enormous losses by submarine warfare must 
be duplicated from somewhere. It seems stupendous, 
but our exports to all countries for August last alone 
totaled $504,848,742, or $509,894,479 with re-exports, 
against but $110,369,240 for August, 1914. The total 
exports and imports of merchandise for the United 
States for the 12 months ended Aug. 31, 1916, exceeded 
$7,000,000,000, with comparatively little increase in 
imports above normal, the gains being almost wholly 
in exports. 

The drift of this and application to our domestic 
trade affairs is that a great deal of material is being 
manufactured and sold to leave the country and the 
flow is likely to continue for some time in any event, 
which obviously doesn’t favor much, if any, lower 
prices; at least in the near future. 

Therefore, instead of prices going to smash soon and 
buyers getting goods nearer bargain prices, the pros- 
pects rather seem to be that when prominent jobbers 
meet manufacturers at’ the annual hardware conven- 
tion in Atlantic City this week, they are likely to learn 
at first hand more of the congestion in production, 
searcity of materials, high price and corresponding in- 
efficiency of labor, uncertainties of transportation and 
progressive foreign demand. 

Manufacturers tell us that conditions are very much 
changed and that materials are scarcer than a year 
ago, but that at least some of the leading buyers are 
appreciating these circumstances and are getting orders 
booked as they can on the best obtainable terms. It is 
also predicted that there will be a greater scramble for 
goods before long than there was 4 year ago. For our- 
selves we are making no forecasts of the future, but 
are endeavoring to record facts as we get them and 
believe them to be, culled from dependable manufac- 
turers and merchants, for those interested to check 
up, inform themselves about and from which to make 
their own deductions. 


Wire NAtts.—Nail business seems to hold up pretty 
well. September transactions were better than Septem- 


ber, 1915, bringing more general business with wider 
distribution than that of a year ago. Prices are high, 
but stocks are low; not unusual under present circum- 
stances. A long favored buyer who had ordered two 
carloads of nails three weeks ago, a fortnight later con- 
cluded that he would not need the second car. Sud- 
denly he was led to change his mind and re-ordered at 
10c. base per keg higher, as he had forfeited his earlier 
rights by cancellation; but he had to have the nails. 
There are other distributors who had arranged for 
later deliveries who are specifying for them now. 

Wire nails, in store, are still $3.10 and carted by the jobber 
$3.15 base per keg. 

Cut NAILs.—Orders for cut nails are running pretty 
good, both for domestic and foreign consumption. They 
are coming along for units of 25, 40, 50 and 100 kegs 
say, where the buyer is not capable of using them in 
car lots. Some carload business for a foreign destina- 
tion has been placed at 25c. per keg advance over 
domestic business. The belief is that most jobbers are 
short on nails. 

Cut nails, in store, are so far unchanged at $3.10 and de- 
livered in carting limits by jobbers $3.15 base per keg. 

LINSEED O1L.—The flaxseed markets continue to show 
strength, but the fluctuations recently have indicated 
more down and up than up and down. The chief dis- 
turbing factor is the severe damage to new crops of 
seed for protracted drouth in Argentina; it must be 
remembered that being south of the equator the sea- 
sons in Argentina are diametrically opposite ours. 

The demand for linseed oil quite generally is influ- 
enced by the recent considerable advances which have 
automatically acted as a brake on distribution, for the 
time at least. Nevertheless all sellers are not dis- 
posed to contract for large quantities in view of the 
present uncertainty. 

Linseed oil, raw, city brands, for 5 or more bbl. is 
85c. and less than 5 bbl. 86c. per gal. 

State and Western oil ranges from 82c. to 83c. per 
gal., according to seller, but without much regard to 
quantity. 


Rope.—Business is quite brisk for this time of year, 
with some manufacturers more active than others. In 
higher-priced cordage there are makers who have 
caught up quite well by this time on their back orders, 
while others seem to still be Dehind. Manufacturers 
quite generally, however, are loath to accept contracts 
for spring delivery in view of the unsettled fiber 
market. 

There was an advance, effective Oct. 12, of 2c. in 
the differential on lariat rope, such as is used on West- 
ern and other ranches, to 4c. per lb. over base on 
three strand lariat and 5c. beyond base on four strand. 

Manila hemp rope is still 19, 18 and 16c. base per lb. 
for first, second and third grades in the order named, 
and sisal rope is 14c. for first grade, and 13%c. on sec- 
ond grade. 


NAVAL StTores.—The naval stores market is very 
quiet, although there is a little jobbing business in 
spirits of turpentine, the quotation for which, in yard, 
is 46%c. per gal. 

Rosins are a bit stronger, but with little business in 
this territory. The reason for this firmness, it is be- 
lieved, is that some interests with money are sustain- 
ing the market and fairly well maintaining prices. 

Rosin, common to good strained, ir. yard, on the basis of 
280 lb. per bbl. is $6.40 and D grade $6.50 per bbl. 

CHISELS AND DRAWING KNIvEes.—The Winsted Edge 
Tool Works, Winsted, Conn., represented by J. H. 
Graham & Co., 113 Chambers Street, New York, Oct. 9, 
advanced its lines of socket chisels including firmer, 
framing, pocket and butt styles, approximately 5 to 
7% per cent, quoting net prices, but making the present 
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market for ordinary trade the equivalent of from 70 
and 1U to 75 per cent discount. 

Drawing knives were advanced a little in excess of 
5 per cent or to about the 40 and 10 per cent discount 
equivalent. 

Tanged firmer and tanged butt chisels are up about 
5 per cent also, or to a basis approximating 33 1/3 per 
cent to retailers. 

CARPET SWEEPERS.—Business in carpet sweepers, so 
far this year, has progressed by leaps and bounds, the 
largest and best known manufacturer having trans- 
acted more of it up to Oct. 1 than during the whole 
of last year. Many dealers took advantage of old 
prices by placing orders the last week in June for im- 
mediate delivery, to anticipate the advance which be- 
came effective July 1. Trade for September has been 
far in advance of September last year, especially on the 
sale of vacuum sweepers, which is described as phenom- 
enal. The sale of vacuum sweepers, Jan. 1 to July 
1 last, inclusive, exceeded the entire sales of 1915, and 
the makers are still much behind on orders. 

DIVIDERS, CALIPERS AND MISCELLANEOUS ToOoLs.—The 
P. Lowentraut Mfg. Company, Newark, N. J., with 
J. H. Graham & Co., 113 Chambers Street, New York, 
representatives, on Oct. 11 advanced its line of dividers 
and calipers approximately 10 to 12% per cent. 

On Oct. 7, the company likewise advanced nearly all 
of its leading productions, such as box hooks, up- 
holsterers’ hammers, countersinks, ticket punches, Star 
can openers, gas pliers, pinch bars, floor chisels, cold 
chisels, etc., about 10 per cent. 


Winpow GLass.—The demand for window glass is 
still up to or even in excess of what was looked for- 
ward to. Conditions are such that the coming fire 
will be started with smaller stocks available, both 
among manufacturers and distributors, whether jobbers 
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or retailers, than heretofore, when the factories start 
again. Fires have already been lighted in all of the 
hand-operated window glass factories in the United 
States, which are likely to produce during the 1916-1917 
period, and plans have been perfected for the beginning 
of glass blowing on Oct. 25. The machine-made window 
glass factories will also resume at the end of this 
month, so that all factories, capable of making glass, 
barring a few plants producing machine-made glass, 
which continued through the summer, but are now 
closed down for necessary repairs. 


UNION CHucKs.—The Union Mfg. Company, New 
Britain, Conn., and 26 Cortlandt Street, New York 
City, has just issued a new price list on Union chucks, 
superseding all previous lists, which have been with- 
drawn. The new list prices dated October, 1916, re- 
place the company’s catalog of 1910, and are calcu- 
lated to correct many irregularities in the former prices, 
which had been in use for 30 to 40 years, during which 
period all of these chucks have been redesigned to meet 
modern manufacturing conditions. There is a discount 
sheet accompanying the list, the discounts varying with 
the different lines from 15 to 35 per cent, according to 
the type of chuck. 


CopPreR-CLAD RANGES.—The Copper Clad Malleable 
Range Company, Washington Avenue and Commercial 
Street, St. Louis, Mo., has advanced its price per range 
$2, effective Oct. 16. The reason given is the great 
increase on all materials used in producing the Copper- 
Clad range, the company’s slogan being “The Range 
That Can’t Rust Out.” Coincidentally the resale price 
for retailing was increased $2.50 each to protect the 
distributors’ interests. The company issues two illus- 
trated price books, envelope size, each of 24 pages, one 
for wholesalers and the other a net retail price book. 
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Office of HARDWARE AGE, 
Chicago, Oct. 16, 1916. 

T HE shortage of cars has added to the difficulties al- 

ready experienced by jobbers in securing delivery of 
goods, although it has not as yet affected shipments from 
jobbers to dealers. The shortage is a real one and the 
consequent confusion in freight shipments is accountable 
for considerable loss in goods shipped. There is also 
some complaint by jobbers to the effect that some manu- 
facturers are using the car shortage as an excuse for 
not filling orders. The retail trade is buying more free- 
ly in all lines than for some time past due to the fact 
that dealers are fast coming to realize the importance 
of placing orders if they are to get the merchandise. 
Many future orders are being placed, particularly in 
steel goods, and the fact that these orders are being 
placed earlier than usual this year is taken as evidence 
that the retailer is waking up to conditions. As one job- 
ber remarked: “It is remarkable how many lines have 
been sold on specifications without prices in order that 
the retailer can be assured of getting the merchandise 
he is sure to need for next season.” 

Holiday goods are moving quite’freely at the present 
time, the heaviest demands being for skates, sleds and 
mechanical toys of the better type. There is a peculiar 
situation in regard to skates. For several seasons up to 
last year the demand for skates had not been exception- 
ally heavy. As a result last year found many merchants 
with quite a stock of skates carried over from the year 
before. Then came a revival of the skating fad backed 
by an ideal winter for ice sports. The result was an al- 
most unprecedented sale of skates during the season of 
1915. Dealers face the coming season with small stocks 
and a prospect of heavy sales. Those who have delayed 
their purchases should place orders at once if they ex- 
pect to handle a complete line. Unless there is a mate- 


rial change in conditions there will be a real shortage in 
ice skates. 

The situation as regards nails is practically un- 
changed. Retailers generally have short stocks, and 
most jobbers are not as heavily stocked as they would 


like to be. One large jobber stated the situation as fol- 
lows: “We are filling orders without great difficulty as 
yet, but an order for several cars would be turned down 
by our house. Our deliveries are not coming along fast 
enough to justify us in accepting unusually large or- 
ders.” This same concern has already turned down sev- 
eral large orders for barb wire. The market for flaxseed 
has advanced owing to reports of damages to the Argen- 
tine crop due to heavy rains. The estimated yield for 
Argentina is now 9,500,000 bushels as against a 40,000,- 
000-bushel yield last year. As a natural result linseed 
oil has advanced 10 cents in the past two weeks. 

As an indication of the view taken by manufacturers 
jin the steel line announcements have been made in the 
past few days of plans to make Gary, Ind., one of. the 
greatest steel centers. The United States Steel Corpo- 
ration is to erect five additional blast furnaces at the 
Gary plant, and the new-construction features are to 
cost in the neighborhood of $20,000,000. The plans of the 
National Tube Company call for four blast furnaces, ore 
docks, a Bessemer mill and auxiliaries. The American 
Locomotive Company and the American Car and Foun- 
dry Company are also planning plants for Gary. It 
would seem that the steel companies look for increased 
demand for their products, for some time to come. 


Every steel company in the United States is loaded with’ 


orders that will keep it busy well into the coming year. 

Conditions in the automobile field are very similar to 
those in the steel field. All the makers of standard cars 
are meeting with no difficulty in selling all the cars they 
can manufacture at a profit, and practically all are show- 
ing heavy earnings. This has naturally boomed the 
sale of automobile accessories to a high ebb, and the in- 
creased demand coupled with the shortages in raw mate- 
rials has put many accessory items in the list of goods 
hard to obtain. 

Eastern grades of oil were advanced 10 cents during 
the past week and a similar advance is expected on West- 
ern crude oils. Taken as a whole the retail business is 
exceptionally good. Fall trade has started in many lines 
and sales of stoves, furnaces and stove findings are be- 
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coming frequent. Collections are fair in both retail and 
wholesale lines and the volume of business seems to have 
increased materially during the past week. 

Wire Naits.—The long-predicted advance in wire 
nails has as yet failed to appear, although it is ex- 
pected daily. There seems to be no let up to the de- 
mand, from either domestic or foreign sources, and both 
jobbers and retailers have light stocks. Deliveries were 
never more uncertain, and the car shortage has made 
conditions even worse than before. The mills report 
inquiries from Japan, Russia, Italy and England, and 
the output is already sold well into next year. Prices 
are exceptionally firm and higher prices may be in effect 
before this report is published. 

We quote to retailers in small quantities at $2.95 per keg 
base. rger lots at $2.90. Carload lots, $2.85. Prices f.o.b. 
Chicago. 

Cut NaiLs.—The demand for cut nails remains heavy 
and makers are shipping their output as fast as manu- 
factured. The bulk of the domestic orders come from 
the South and West. Prices are very strong, and an 
increase in the price of wire nails is certain to mean 
higher prices for cut nails. 

We quote cut nails to retailers at from $2.95 to $3.00 per 
keg in small lots. Larger lots at from 5c. to 1c. less. 

BARB WIRE AND STAPLES.—The new demand for barb 
wire is heavier than the output of the mills, which are 
already buried with orders. Deliveries are several 
months behind and conditions are growing worse. The 
English, French, Russian and Italian Governments are 
taking heavy shipments and would use much greater 
quantities if it were possible to obtain them. It is ex- 
pected that the domestic demand will be much heavier 
next season than it has been this year and a shortage 
of barb wire is predicted. Prices are very firm. 

We quote to the retail trade as follows: Painted barb 
wire, $2.99 per cwt. in carload lots f.o.b. Chicago. Smaller 
lots 10c. higher. Galvanized barb wire, $3.69 per cwt. in car- 
load lots f.o.b. Chicago. Smaller lots 10c. higher. No. 9 

lain annealed fence wire, $2.79 per cwt. in carload lots 

.0.b. Chicago. Smaller lots 10c. higher. Polished fence 
staples, $2.99 per cwt. and galvanized, $3.69 in carload lots 
f.o.b. Chicago. Smaller lots 10c. higher. Freight is added 
to point of delivery. Terms 60 days net, less 2 per cent off 
for cash in ten days. 

We quote cut nails to retailers at from $2.95 to $3 per 
keg base, in small lots. Larger lots from 5c. to 10c. less. 
Prices f.o.b. Chicago. Terms 60 days net or 2 per cent off for 
cash in 10 days. Freight added to point of delivery. 

SHEETS.—The increased demand for black and gal- 
vanized sheets has forced an advance in prices at the 
mills, which has been followed by a proportionate ad- 
vance out of jobbers’ stocks. The demand from foreign 
sources is heavy, and the mills are behind on their 
orders. Prices are firm. 

We quote for Chicago delivery of sheets to retailers as 
follows: No. 10 blue annealed, 3.40c.; No. 28 black, 3.35c. ; 
No. 28 galv., 4.75c. to 4.85c. Minimum prices to apply on 
bundles of 25 or more. 

Bars.—There is little change in the bar iron situa- 
tion. There is still a heavy demand from foreign 
sources, and the domestic demand shows no signs of 
letting up. Manufacturers of agricultural implements 
and automobiles are the heaviest purchasers. Prices are 
unchanged, but the market is firm. 

We quote to retailers, f.o.b. Chicago, soft steel bars, 3.25c. ; 
reinforcing bars, 3.25c.; bar iron, 3.25c. base. 

Nuts AND Bo.ts.—Manufacturers of nuts and bolts 
report no decrease in the heavy demand. The mills 
are swamped with orders and deliveries are not keeping 
pace with new business. Jobbers have followed the 
advances at the mills, and are selling at approximately 
10 per cent higher than last week’s prices. 


Hack Saw Buiapes.—There has been some difficulty 
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Office of HARDWARE AGE, 
Pittsburgh, Oct. 17, 1916. 
T HE chief worry of hardware jobbers at present is 
to get goods from manufacturers, and this in turn 
is followed by worry on the part of retailers who are 
unable to get prompt deliveries of goods from their 
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experienced in getting shipments of hack saw blades, as 
there has in all lines of tools. The increased cost of raw 
material and labor has at last caused an advance in this 
line, which has been expected for some time. The West 
Haven Mfg. Company has announced new discounts 
to the trade amounting to an advance in price of ap- 
proximately 16 2/3 per cent. It is understood that the 
advance is a general one, which will be taken advantage 
of by practically all makers of hack saw blades. 
FILEs.—Files have again advanced as anticipated. 
The Nicholson File Company has announced new dis- 
counts on all brands of files, which amounts to making 
an advance in price of from 10 to 33 per cent on the 
different types of files affected. 
’ SASH WEIGHTsS.—Sash weights, in common with other 
items of iron and steel, have advanced in price $1 
a ton during the past week. It is reported difficult 
to get prompt shipments of this line. 


TIRE CHAINS.—There is a pronounced shortage of 
tire chains, and many jobbers are finding it practically 
impossible to keep up their stocks. The American Chain 
Company recently advanced practically all lines of 
chains, but tire chains are still selling at the old prices. 

SPoRTING Goops.—Futures are being placed freely for 
fishing tackle and summer sporting goods for next sea- 
son’s sales. There have been advances in nearly all 
lines. 

BIcYCLES.—Bicycles have sold very freely this season, 
and many future orders have been placed by retailers 
for next season’s supply. Prices are now higher by 
fully 25 per cent than they were a year ago, but, despite 
this advance, sales are brisker than they were at that 
time. Deliveries are slow, and some manufacturers are 
refusing business for the first part of 1917, claiming to 
be sold up to the limit. 

GUNS AND AMMUNITION.—Guns, particularly in the 
higher-priced models, are not selling as freely as is 
usual at this season, due to high prices. The coming 
of snow and the opening of the big game season is ex- 
pected to stimulate trade in this line. Ammunition is 
selling very freely, although there has been no placing 
of future orders. -Ammunition manufacturers are 
going into the new year with a handicap of unfilled or- 
ders and a shortage of ammunition during the next sea- 
son seems probable. There has been no advance in this 
line since July, and jobbers do not expect a change in 
price before the first of the year. 

O1Ls.— Wholesale prices for single barrel lots, f.o.b. 
Chicago, iron barrel, standard white, 150 test, 6%c. 
Gasoline, 15%c. per gal. Machine gasoline, 3lc. per 
gal. V.M.P. naphtha, 16c. per gal. Turpentine, 53c. 
per gal. Denatured alcohol, 59c. to 60c. per gal. Wood 
alcohol, 75c. per gal. 


Vises.—The Rock Island Mfg. Company, Rock Island, 
Ill., has announced an advance of approximately 10 
per cent on machinists’ vises, and about 20 per cent 
on oval slide vises. The Iron City Tool Works, Pitts- 
burgh, Pa., have also advanced their solid box black- 
smith vises 10 per cent. 


LINSEED O1IL.—The reported damage to Argentine flax 
by heavy rains has had the effect of raising prices 
about 10c. a gal. on linseed oil. The sales are reported 
as fair in this territory and still better farther east. 
As there is a shortage in the American and Canadian 
flax crops, it is expected that seed will have to be im- 
ported this season to fill the domestic demand for oil. 
Makers freely predict higher prices in the near future. 

We quete f.o.b. Chicago, strictly pure, old process linseed 
oil, carloads, raw, 81lc. per gallon. Carloads, boiled, 82c. per 


gallon. Five or more bbls., raw, 83c.; five or more bbis., 
boiled, 84c. Single bbls., raw, 86c.; single bbls., boiled, 87c. 





jobbers. This complaint about slow deliveries of goods 
extends on practically everything from pig iron down 
to the smallest finished steel articles. It has been well 
established in the past few months that there exists an 
acute shortage in all kinds of manufactured articles in 
this country, due to the tremendous drain on our out- 
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put by the Allies and other foreign countries. Ordi- 
narily in times of peace the percentage of manufac- 
tured products taken from this country by foreign na- 
tions would not exceed 10 per cent, but for many 
months, or practically soon after the war started, the 
Allies and other foreign countries started to place 
heavy orders in the United States, with the result that 
for some time probably 30 per cent or more of the iron 
and steel in various forms made in this country has 
been going abroad. 

Another cause of the slow delivery in goods is the 
serious labor shortage in nearly all works, and par- 
ticularly in plants that make goods sold by hardware 
stores, such as builders’ hardware and other products. 
It is almost beyond belief the amount of money that 
some men are making in plants that are turning out 
munitions. For instance, in the works of the Westing- 
house Air Brake Company and the Westinghouse Elec- 
tric & Mfg. Company in this city, where most of the 
men work on piece work, it is said that earnings run 
anywhere from $7, $8 and $10 to $12 per day. Only 
the very high prices obtained from the Allies for these 
munitions permit the companies to pay these wages, 
and concerns that are making the ordinary lines of 
goods are unable to compete with them in the labor 
market and pay such high rates for labor. When this 
condition will right itself is a good deal of a question; 
but it will not be for some time, certainly not while the 
war lasts. 

A notable instance of the shortage of goods in late 
deliveries is skates, jobbers not only finding it very 
difficult to get deliveries but they cannot get definite 
promises from manufacturers as to when their orders 
may be shipped. This is a striking example of a case 
where men formerly working in factories making skates 
have gone to munition plants and are making two or 
three times as much money. Makers of skates are also 
having trouble in getting deliveries of steel from the 
mills, and this is holding down their output very ma- 
terially. In lines of goods in which copper is used 
there is a very great shortage in the supply and not 
much prospect of getting it for a long time. It is said 
that many former users of copper conductor and eaves 
troughs for the better classes of buildings have gone 
back to galvanized shects, finding they cannot get de- 
liveries of copper goods, and prices have reached such 
a point that makes it prohibitive to use copper. 

Hardware stores that handle automobile supplies re- 
port a very heavy demand and a good deal of delay in 
getting deliveries. It would probably surprise pro- 
prietors of hardware stores in some cities to see the 
fine display of automobile accessories carried in some 
of the local stores. One leading hardware dealer in 
this city has set aside probably 20 per cent of his floor 
space in a handsome arrangement of automobile acces- 
sories, and reports that his efforts by making a good 
display and advertising freely have increased his trade 
in automobile supplies more than 50 per cent this year 
over last year. 

Price advances are taking place on nearly all lines of 
goods into which steel enters. Blacksmith vises, sledges, 
hammers and chisels have lately gone up from 10 to 15 
per cent, and on the heavier lines of goods price ad- 
vances wil] be made during this week. The American 
Sheet & Tin Plate Company announced on Thursday, 
Oct. 12, an advance in prices on blue annealed, black 
and galvanized sheets of $4 to $5 per ton and fixed its 
price on tin plate at $5.75 per base box against $6 
fixed by the other mills. Last week two prominent 
makers of steel bars advanced prices $2 a ton, and the 
trade is quite confident that prices on all wire goods 
will be advanced from $2 to $3 per ton, likely before 
this report reaches our readers. Investigation shows 
that stocks of wire and wire nails held by jobbers and 
retailers are lighter now than at any similar season for 
many years. This is due not to any delay on the part 
of jobbers in ordering wire and wire nails, but comes 
from the fact that the mills are very much behind in 
deliveries and are not filling orders promptly or in the 
quantities called for in contracts. One local jobber that 
placed an order recently for 2000 kegs of wire nails at 
the $2.60 price, deliveries to start in September, has not 
yet received a single keg and has had to borrow some 
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nails from a friendly jobber to help out on his orders. 
In barb wire the situation is worse, due mostly to the 
fact that the Allies have bought hundreds of thousands 
of tons of barb wire in this country in the past two 
years and have drained the supply to a point where 
there is not enough barb wire to go around and meet 
the domestic demand. A few months ago a leading 
Western jobber who had contracts with a mill for prob- 
ably 30,000 to 35,000 tons of barb wire was offered a 
profit of close to $10 a ton by an emissary of the Allies 
if he would turn these contracts over to him, the wire 
for shipment to England. The jobber very properly 
refused to accept the offer, stating that he had wanted 
to carry out his orders with his own trade and while 
the price was tempting he could not accept it. 

The warm weather of the past two or three weeks 
has slackened down the demand for hardware goods 
that ordinarily would be active at this season. Many 
persons who were thinking of installing furnaces have 
been holding off longer than they should, and when the 
first cold snap comes they will then get busy and want 
a furnace installed in two or three days. When they 
go up against this they will find that furnace makers 
are pretty busy; and with their inability to get galvan- 
ized sheets and castings promptly, their output of fur- 
naces this fall is going to be smaller than usual. The 
favorable weather of the past two or three weeks has 
increased the sales of paints and varnishes to some 
extent, but the high prices ruling for these goods have 
led many intending purchases to put off painting until 
next year in the hope that prices will be lower. 

The volume of business in hardware under the ad- 
verse conditions existing as regards deliveries of goods 
is very satisfactory, and several of the local jobbers 
say they are putting out more goods than ever before 
in their history. Profits are satisfactory and on many 
lines of goods are larger than usual. 


Wire NaiLs.—As yet nothing has been héard of the 
expected advance in prices of wire nails, but this may 
come any minute. There is a report that one large in- 
terest is not in favor of an advance in wire nails at 
present and that this has been holding back the an- 
nouncement, as the other makers do not want to put up 
the price unless all the others are agreeable. It is not 
unlikely that an advance in wire nails will have been 
made before this issue of HARDWARE AGE gets to its 
readers, and the general expectation is that it will be 
15c. per keg, putting the price at $2.75, base. The do- 
mestic demand for wire nails is enormously heavy and 
the export demand is also very active. Local makers 
are turning down orders every day for export that 
afford a good margin of profit, but say they do not have 
the nails to spare. Prices in effect at this writing are 
unchanged, but may be higher within the next day or 
two. 


We quote wire nails in large lots to jobbers, $2.60 base; in 
carload lots to retailers, $2.95 base; less than carload lots, 
$2.85 to $2.90; galvanized nails, 1 in. and larger, $2 extra; 
shorter than 1 in., $2.50 extra. 

Cut Naits.—The only maker of cut nails in this dis- 
trict reports a heavy demand, mostly for shipment to 
the South, and the output of cut nails is being shipped 
as fast as made, the mills being back in deliveries to 
some extent. It seems certain that an advance in prices 
of cut nails will be made at a very early date, as prices 
on steel slabs are steadily going up. 

We quote cut nails at $2.65 to $2.70 per keg in carloads 
and larger lots to jobbers; carloads to retailers, $2.75 to 
$2.80, f.0.b. Pittsburgh, terms 60 days net, or 2 per cent off 
for cash in 10 days, freight added to point of delivery. 

Bars WirRE.—There is an absolute famine in the sup- 
ply of barb wire, so much having gone out of this 
country in the past year to the Allies, and prices are 
very strong. Two local makers of barb wire stated 
yesterday that their entire output is under contract to 
February, 1917, and that they could sell twice as much 
barb wire as they have on their books if they had it. 
Heavy shipments of barb wire are still being made to 
the Allies, and these contracts will not be filled for 
several months yet. Prices remain very firm, and are 
likely to be higher at any time. 


as, basic wire is $2.65 per 100 lb.; annealed fence wire, 
, $2.55; galvanized wire, $3.25; galvanized barb wire 
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and fence staples, $3.45; painted barb wire, $2.75; polished 
fence staples, $2.75; cement coated nails, $2.50, base, these 
prices being subject to the usual advances for the smaller 
trade, all f.o.b. Pittsburgh, freight added to point of delivery, 
terms 60 days net, less 2 per cent off for cash in 10 days. 

FENCE WIRE.—Mills have an urgent demand for all 
the fence wire they can turn out, but some makers are 
not trying to force sales of fence wire, being satisfied 
to put the steel into other lines of products for which 
there is a heavy demand and at very high prices. 

Discounts on woven wire fence are now 60 per cent off in 
carload lots, 59 per cent for 1000 rod lots and 50 per cent for 
small lots, f.o.b. Pittsburgh. 

WrovuGuT Pire.—The mills that took the order of the 
Sinclair Oil & Refining Corporation for 560 miles of 
8-in. and 220 miles of 6-in. pipe have already started 
to make it and will commence shipments in a short time, 
it being the desire of the buyer to lay this oil line be- 
fore the bad weather starts. The general demand for 
iron and steel tubular goods of all kinds is very heavy, 
and on lap-weld sizes of seamless steel tubing and 
boiler tubes mills are sold up from five to six months, 
but on butt-weld sizes up to 2 in. can make fairly 
prompt deliveries. The following are the jobbers’ car- 
load discounts on the Pittsburgh basing card in effect 
on black pipe from Sept. 7, 1916, and on galvanized 
pipe from July 24, 1916, all full weight: 


Steel Butt Weld Iron 
Inches Black Galv. Inches Black Galv 
»% and %.... 62 35% % and \....... 51 24 
eeaeseeveeves 66 51 aes 25 
erry 69 55 a eiteabseseces 56 38 
. 2s ee 59 43 

Lap Weld 

Di isiek een nae 63 50% et acs b aaa e's a ad 46 31 
,;, 2 Sete 66 53% Sarre 52 38 
a. 8: Seer 63 4 ih heres Cetenees 53 39 
18: OME 36 66.0500 63% Bek OR Bos céccce: OO 42 
$066 60 s0, 00608 49 4% to 6........ 55 42 
eae 04 41 


NuTs AND Botts.—Makers say the new demand is 
fairly heavy in spite of the fact that consumers are 
pretty well covered over remainder of this year, but 
they are not getting goods promptly and are sending in 
more orders right along. There was an advance the 
other day of $2 a ton on steel bars, and this is likely 
to result in higher prices on nuts and bolts before long. 
Prices are very strong. The discounts are as follows, 
delivered in lots of 300 lb. or more, where the actual 
freight rate does not exceed 20c. per 100 lb., terms 30 
days net, or 1 per cent for cash in 10 days: 

Carriage bolts, small, rolled thread, 50 and 5 per cent; 
— cut thread, 40, 10 and 5 per cent; large, 35 and 5 per 


Machine bolts, h. p. nuts, small, rolled thread, 50 and 10 
per cent; small, cut thread, 50 per cent; large, 40 and 5 per 


cent. 
Machine bolts, c. p. c. and t. nuts, small, 40 and 10 per 
cent; large, 35 per cent. Blank bolts, 40 and 5 per cent. 
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Bolt ends, h. p. nuts, 4@ and 5 per cent; with c. p nuts, 35 
per cent. Rough stud bolts, 15 per cent. Lag screws (cone 
or gimlet point), 50 and 5 per cent. 


Forged set screws and tap bolts, 10 per cent. Cup and 
round point set screws, case hardened, 60 per cent. Square or 
hexagon head cap screws, 55 per cent. Flat, button, round or 
fillister head cap screws, 30 per cent. 


Nuts, h. p. sq. tapped or blank, $2.70 off list; hex., $2.70 
off. Nuts, c. p. c. and t. sq., tapped or blank, $2.40 off; hex., 
$2.80 off. Semi-finished hex. nuts, 60 and 5 per cent. Fin- 
ished and case-hardened nuts, 60 and 5 per cent. 


Soa 7/16 in. in diameter and smaller, 45, 10 and 5 per 
cent. 

Tin PLATE.—Five or six of the leading independent 
makers of tin plate fixed their price last week at $6 
per base box, and on Thursday, Oct. 12, the American 
Sheet & Tin Plate Company fixed its price at $5.75 per 
base box. The demand for tin plate is enormously 
heavy, and it is not going to be a question of prices in 
1917 but whether there will be enough tin plate to go 
around and meet the demand. Very large contracts 
for tin plate have already been placed at $5.75 and $6 
per base box for shipment in first half of 1917, and we 
can also state that large contracts have been placed for 
delivery in last half of 1917 without a fixed price being 
made, this to be arranged when the official price is 
adopted for the last half of the year. 

We now quote tin plate, 100-lb., 14 x 20 base box, for de- 
livery in first half of 1917, at $5.75 to $6. On small lots for 
shipment in two or three months, up to $6.50 and $6.75 is 
being paid. 

SHEETs.—Effective Thursday, Oct. 12, the American 
Sheet & Tin Plate Company announced its prices on 
blue annealed sheets, 12 gage and heavier, at $3.25; 
Bessemer galvanized sheets for first quarter, $4.50, and 
Bessemer black sheets at $3.40 for No. 28 gage. All 
this is Bessemer stock, an advance of $2 a ton being 
charged for open-hearth. It is likely all the other mills 
will adopt these prices within a short time. The de- 
mand for sheets is heavy and the mills will likely adopt 
the policy of allotting their output to regular customers 
and after this is done selling what sheets they may 
have in the open market. 


We now quote blue annealed sheets, 12 gage and heavier, 
at $3.25; Bessemer galvanized sheets, 28 gage, for first quar- 
ter delivery, $4.50, and Bessemer black sheets, 28 gage, for 
first half of 1917, $3.40, all per 100 Ib., f.ob. Pittsburgh. It 
is possible that some mills will sell at slightly less than 
these prices. 


IRON AND STEEL Bars.—Mills report the demand for 
both iron and steel bars very heavy, and prices on steel 
bars are up $2 a ton, the mill price now being 2.70c. and 
up to 3c., depending on deliveries. It is very likely 
prices on both iron and steel bars will be higher in the 
near future. 


We quote steel bars at 2.70c. at mill for delivery in the 
first quarter and first half of 1917, while for shipment from 
warehouse stocks prices rule as high as 3.25¢. We yuote 
refined iron bars at 2.75c. to 2.85c., and railroad test bars at 
2.85¢c. to 2.90c., f.o.b. Pittsburgh. 


BOSTON 


Office of HARDWARE AGE, 
Boston, Oct. 16, 1916. 

HE New England jobbers agree that September 
business broke all records of the hardware trade, 
and conditions promise excellent business for the bal- 
ance of the year. Nearly all of the jobbers are opti- 
mistic about the immediate future. Many of the retail- 
ers, contrary to the attitude of three and six months 
ago, have begun to look upon the future as a period 
when both sales and profits will reach a mark exceed- 
ing all previous records. Six months ago the char- 
acteristic attitude in the retail trade in this section was 
pessimistic. Now, with but few exceptions, they have 
quit fighting the advance in prices, and most of them 
have gone over their stocks marking them with prices 
adequate to meet the present market and the prices 
of the future as far as they can be foreseen. 
Six months ago nearly every retailer was in the posi- 
tion of selling from stock at prices which seemed to 
him to give a fair margin of profit, and only in rare 
eases was the fact that he was actually losing money 
brought home to him until he came into the market to 


replenish his stock. While it is unquestionably true 
that as a class the retailers were actually losing money 
on their sales in that period, they have now become 
lined up with the market, and will unquestionably re- 
gain their lost profits by not dropping back to the old 
prices when the market begins to decline. 

The conditions which have prevailed for several 
months past have not been an unmixed evil for the 
retailers. It has compelled many a man to get out of 
the rut and has brought a new vision of what con- 
stitutes profits in the hardware trade. It has been a 
difficult task for the jobbers to convince the average 
New England retailer that in reality there is no such 
thing as a staple price. The conservative element in 
the retail field has thought for years, to cite a specific 
case, that a box of tacks could be sold only at 5c. and 
that the public could not be made to pay a higher price 
for goods which have been long looked upon as having 
established prices. The retailer’s attitude on this ques- 
tion has been changed by the force of circumstances, 
and he now realizes that there is no more necessity for 
selling hardware at a small or no profit than there 
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The New England jobbers and retailers are suffering, 
like all sections of the country, from handicaps imposed 
by slow deliveries or non-delivery in many lines. The 
retailer who has not stocked his winter goods such as 
sleds, snow shovels, skates, etc., is going to find it very 
difficult to secure any of these in time for his early 
winter demands and possibly will find it impossible to 
secure them at all. Most of the retailers cleaned up 
on these lines last winter, and stocks throughout this 

_ section are very low. Jobbers can secure absolutely 
no definite promise of delivery from the manufacturers 
and do not expect to be in a position to fill but a 
small part of the normal demands in these lines. 

Jobbers are receiving inquiries from houses outside 
of New England, both retailers and consumers, for such 
products as files, nails, binder twine, twist drills, etc. 
It takes several weeks to get even a small lot of files 
from the manufacturers and stock orders are being only 
partially filled six or seven months from the date of 
placing the order. 

It takes eight or ten weeks to secure a car of nails, 
and only through the harmonious relations between the 
various jobbers has it been possible to supply the re- 
tail trade with the various sizes. If one jobber is 
fortunate enough to get a good stock of 20d. nails he 
willingly shares his supply with his neighbor, so that 
the retailers are not suffering severely. 

There is an appreciable increase in the orders for 
cutlery and holiday goods, largely for November de- 
livery. From time to time there are unusual increases 
in demands for certain stocks, one of the most recent 
being for stove bolts. This was somewhat of a mys- 
tery until it was discovered that they are used in large 
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quantities=in “the ‘manufacture of wooden cases for 
munition shipments. 


NUTS AND BoLts.—While the stock of nuts and bolts 
is low, most jobbers have been able to meet the demands 
up to the present time. There has been no advance 
during the week. 

Prices to retailers:. Machine bolts with h. p. nuts 4x % 
and smaller, 40 per cent discount; machine bolts with h. p 
nuts 4% x % and larger, 35 per cent; machine bolts with 
s. f. nuts, 20 per cent; machine bolts c. t. & d. nuts, 30 per 
cent; stove bolts, 1000 ‘lots, 70 per cent; semi-fin. nuts, ae Ae 
cent; finished case hardened nuts, ." per cent; hex. 

d. nuts, 200 Ib., off list, $1.50; hex 3Ps0 nuts, 200 ib, oft list 
$1.50: sq. h. p. nuts, 200 Ib., oft fe's 

Bars.—Since the last issue of one jobber’s confidential 
price list there have been advances on soft steel flat 
bars, rounds and squares and on angles, channels and 
tees under 3 in. 

We quote soft steel, flat bars, bands, stock lengths, base, 
100 Ih. $3.40; ruunds and squares, 1% and under stock 
lengths, base, 100 lb., $3.40; rounds and squares, 2 {n. and 
over, stock lengths, base, 100 Ib., $4.25; ae 93.40 channels and 
tees under 3 in., Pa agg lengths, base, 100 Ib 

gf in. and thicker, wk, tack advanced 
from $6.25 to 36. 75: ats 3/16 in. thick from $7.50 to $8; 
rounds and squares in. and larger, $6.25 to $6.75; 11/16 
in. and smaller, to 3/46 in., $6.50 to $7; 3/16 in. round, $7.50 
to $8. 

Advances during the week: Chisels, 5—7% per cent; 
picks and mattocks, 10 per cent; hack saws, 10—12% 
per cent; springs, 10 per cent approximately; castellated 
nuts, 20 per cent; box strapping, 10 per cent. 

Box strapping is very scarce, due to the use of so 
much of this material on export shipments. Its cost 
has practically doubled within the past year, and many 
large consumers are paying a premium to get prompt 
deliveries at this time. 


Norway iron: 





A. Vere Martin Again Presi- 
dent of Chicago Club 


T HE annual meeting of the Hardware Club of 

Chicago was held recently with the election of 
officers. There were two tickets in the field and 
considerable friendly rivalry over the election of 
the governors to fill the places of A. Vere Martin, 
C. G. Barth, Lewis A. Clark, Henry Stuckart and 
W. J. Stebbins, whose terms expired. When the 
polls were closed it was found that the following 
governors had been elected: Arthur Lussky, Fred 
Homer, J. A. Billings, George Black and Ed. Dun- 
ning. 

The Board of Governors found themselves con- 
fronted with a rather peculiar condition of affairs. 
It was generally conceded that A. Vere Martin had 
made himself practically indispensable during his 
term as president, and it was the general wish of 
the members that he be re-elected to succeed him- 
self. As his term on the Board of Governors had 
expired, and the president must be elected from 
that board, it was a question just how to proceed. 
The difficulty was solved by Harry Starrett, who 
generously resigned his position on the board in 
favor of Mr. Martin, who was then unanimously 
re-elected president. 

Several matters of interest to the growth of the 
club were discussed, and plans were made to make 
the coming year one of the best in the history of 


the club. The results of the final elections were as 
follows: President, A. Vere Martin; vice-presi- 
dent, D. O. Macquarrie; treasurer, W. V. Hawkins; 
secretary, Arthur Lussky. 


Finance Committee—E. R. Swift, 
Henry Stuckart, W. J. Stebbins. 


Entertainment Committee—H. B. Macrea, chair- 
man; Mrs. W. V. Hawkins. 


House Committee—Allan J. Coleman, chairman. 
Billiard Committee—A. P. Dease, chairman. 
Catalog Committee—George Beaudin, chairman. 


chairman; 


Cleveland Dealers Want 


Uniform Closing Hour 


THE Cleveland Retail Hardware Association, 

Cleveland, Ohio, has inaugurated a movement in 
favor of an early and uniform time of closing hard- 
ware stores in that city. At the regular monthly 
meeting on Oct. 183 the subject was discussed at 
considerable length and the sentiment was in favor 
of a uniform and early time of closing. Many 
dealers would like to close their stores earlier than 
at present but are unwilling to do so as long as 
their competitors keep open. At present some re- 
tail stores close at 6 o’clock the year round except 
on Saturdays, and others keep open until as late as 
8 or 9 o’clock. It is possible some definite action 
will be taken later on this question. 





























October 19, 1916 


HARDWARE AGE 














T 























Storm Sas 
Hardware 


























= 





a a ag 





everybody knew what a big saving in fuel is 

effected by Stanley-equipped storm windows, 
and how easy they are to put up and take down, 
there would be few houses without them. 


Stanley -Improved Storm Sash Hangers make it an easy matter 
to hang a storm sash. Just slide the sash out through the upper 
part of the window, set it in its proper groove in the casing, and, 
using this groove as a guide, push the sash up. The eyes will slide right 
over and on to the hooks; the weight of the sash clamps it into place. 
That’s all. No tools, no ladder, necessary. (See above illustration.) 





Storm Sashes hung on Stanley Peerless Hangers and secured with Stanley 
Fasteners fit close to the window frame, never shake or rattle, and keep 
the house snug and warm, even in bitterly cold weather. 


The new Stanley Peerless Hanger No. 1715, here illustrated, can be applied 
to windows of any thickness of sash or casing. It is at once the strongest 
and the smallest and neatest device of its kind. Permits convenient ad- 
justment of the sash for ventilation or window washing. They are packed 
one pair of hooks and eyes to a set, with the necessary screws. Finished 
in a high grade Japan, or in the Stanley Sherardized finish, which is 
practically rustproof. 


The many advantages of Stanley Storm Sash Hardware make it the 
most satisfactory line to handle and the easiest to sell. Have you acom- 
plete stock? If not, order through your usual channel. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


Racine Specialties 


The Racine Iron & Wire Works, 
Racine, Wis., has placed upon the 
market the “Holtite” broom saver, 

















The “Cut-Clean” food stirrer and kettle 
scraper and the “Round-Loop” potato 
masher 


which can be fastened to the wall or 
any convenient corner with one screw. 
The broom is hung up by the handle 
by merely pushing the latter between 
the fingers of the spring which grip 
it securely. 

Another new product of this com- 
pany is the “Round-Loop” vegetable 
masher which will fit in round dishes 
or kettles. It is strong, heavy and 
durable and can easily be kept clean. 

The “Cut-Clean” food stirrer and 
kettle scraper has a saucer-shaped 
dise which cuts the food from the bot- 
tom of the kettle and admits air under 
the mass, allowing it to be thoroughly 
mixed. A hinged handle allows a free 
automatic adjustment. It is remov- 
able for cleaning. It is said to be an 
excellent pot scraper. 


“Mephisto” Catalog 


The W. A. Ives Mfg. Company, 
Wallingford, Conn., manufacturer of 
wood-boring tools, has recently issued 
a new catalog known as No. 21. The 
cover contains a reproduction in col- 
ors of three handsome young women 
as American maids introducing “Me- 
phisto” tools as American-made too!s. 
The catalog is closed by means of two 
seals which secure a short flap turned 
over the ends of the pages. As this 
is turned the figure “Mephisto,” the 
trade-mark of the goods made by the 
W. A. Ives Mfg. Company, is promi- 
nent, and on the front page, uncov- 


ered by this flap, is the strong guar- ~ 


antee that is made on all “Mephisto” 
tools. On the second page of this new 
catalog is itlustrated a wireman’s and 
telephone installer’s bit. Illustrated 
on the opposite page is the “Walling- 
ford” boring machine for electricians, 
a simple, strong and easy-running ma- 
chine which, according to the manu- 
facturer, will bore 300 11/16-in. holes 
in 1 hr. in 2-in. timber. It is of the 
telescoping type and can be adjusted 
in length from 6 to 11 ft. It is 
equipped with ball bearings and en 
instant adjustment. A two-piece uni- 
versal chuck holds a standard auger 


bit which can be instantly released. 
The price of this machine is $16. On 
page 4 space is given to a special bit 
for plumbers and electricians which 
can also be used as a dowel bit. A 
new line of “Mephisto” machine bits 
is illustrated on page 10, and on the 
opposite page is a ring auger made 
especially for foreign trade. Seven 
pages are devoted to “Mephisto” twict 
drills, which are manufactured from 
semi-high-speed steel, with a special 
clearance which, according to the 
manufacturer, eliminates a_ great 
amount of friction. On the last page 
is shown a new line of braces trade- 
marked “New England.” They are 
said to be made of good-quality ma- 
terial to retail at a low price. 


Display Board for 


Pruning Shears 


The Peck, Stow & Wilcox Company, 
Cleveland, Ohio, and Southington, 
Conn., because of the success it has 
had with the two display fixtures 
brought out within the last year or 
so, has added a pruning shear display 
easel to its list of dealers’ selling 
helps. 

The new pruning shear fixture is a 
companion for the other “Pexto” fix- 
tures. Like them it is made of metal 
and is finished in orange, blue, black 





A new “Pexrto” display fixture 


and white, a color combination that is 
very attractive. The size is 19 x 27 
in. An easel back is provided. 

Thirteen of the twenty-four styles 
of “Pexto” pruning shears are shown 
and identified by number. A space is 
left under each shear in which the 
price can be marked. A complete list 
of retail prices is printed on the back 
of the fixture. 

The new display fixture can be ob- 
tained through jobbers or direct from 
the Cleveland office of the Peck, Stow 
& Wilcox Company. 
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Royal Café Fryer 


The Royal Mfg. Company, 406 Com- 
merce Street, Philadelphia, Pa., has 
put on the market an improved Royal 

















The Royal cafe fryer 


café fryer, especially designed for the 
use of chefs, cooks and bakers. 

The pan is of seamless steel, 15 in. 
in diameter and 5 in. deep. It has a 
full 12-in. base which allows a large 
spread for big orders of oysters, 
French fried potatoes, etc. 

The French style basket is of heavy 
mesh wire, hotei grade. It is equipped 
with feet on the bottom. This basket 
can be elevated on two patented up- 
rights, so that all the grease can drain 
back into the pan from the cooked 
food. 

This company has issued a new leaf- 
let describing over 75 styles and sizes 
of frying appliances, which include 
standard French fryers of household 
and hotel sizes, hotel grease pans, 
French frying baskets, “Julienne” 
fryers, confectioners’ nut fryers and 
hotel utensils. 


Ropps Price Marking 
Tables 


F. J. Schulte, 202 South Clark 
Street, Chicago, IIl., is now selling a 
new book entitled “Ropps Price-Mark- 
ing Tables and Pocket Indicator.” 
With the assistance of this book any 
merchant, no matter how unfamiliar 
he may be with the process of figur- 
ing percentages, can mark any item 
costing from 1c. to $100 with an ac- 
curate selling price which will cover 
any desired percentage of profit and 
which will at the same time include 
the percentage of overhead expense. 

A number of simple rules for find- 
ing selling prices are given on a page 
preceding the tables. There are rules 
for finding the percentage of over- 
head expense based on gross sales; 
for finding the selling price, including 
any desired percentage of profit based 
on the cost of the article, when there 
is no overhead expense; of finding the 
selling price, including any desired 
percentage of profit based on the sell- 
ing price of the article, when there is 
no overhead expense; of finding the 
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Carriers Witt Not Operate in Curves SMALLER THAN 24-INCH RapiUs 


OPPORTUNITIES | 


In every factory, foundry, warehouse, machine 
shop, garage, the handling of material is an item y 
of considerable expense. 

All of these places have some method of han- 
dling material, the question is, which method is ; 
the best. 








R-W Overhead Carrying 
Equipment 


The R-W Equipment is complete, with trolley 

track or I-Beam, curves, switches, overhead turn- 
* tables, traveling cranes, jib cranes, carriers and 
hoists to fill any requirement. 

A suggestion to a client at the proper time may 
mean additional business for you and a more 
economical and efficient arrangement for him. 

If you will send us a sketch showing the gen- 
eral layout, overhead timber for supporting the 
track, capacity required, results desired, etc., we ; 
will be glad to advise just what will be needed. 








Branches: e R-W 
New York — Chicago a a | co Garage Door Equipment 
Boston — Philadelphia ' Garage door hardware is the 
St. Louis — Minneapolis f=)” MANUFACTURING CO. ne cap nnageg 
Los Angeles AS AURORA ILL USA. stallation will lead to other 


San Francisco sales. 
Richards-Wilcox Canadian Co., Ltd. London Ont. 
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selling price which includes both the 
percentage of overhead expense ard 
the desired percentage of profit based 
on the cost of the article, and of find- 
ing the selling price which includes 
both the percentage of the overhead 
expense and the desired percentage of 
profit based on the selling price of the 
article. The rules for figuring cost 
and profits given in this book have 
been recommended by the National 
Association of Credit Men. The book 
is of handy size, measuring 6% x 10% 
in. The retail price is $5. 


Whiting-Adams Catalog 


The John L. Whiting-J. J. Adams 
Company, 690-710 Harrison Avenue, 
Boston, Mass., has recently published 
a new book of information about 
brushes and of advice and comment on 
many other problems. The “Brush 
Users’ Almanac,” published by thig 
company for a number of years, con- 
tained a number of illustrated para- 
graphs in the calendar pages which 
have attracted favorable notice. 
These are repeated in this new book, 
as the company believes they are 
worth saving in condensed form. The 
opportunity has not been overlooked, 
however, of calling attention to 
brushes. There are twelve pages of 
photographic illustrations showing a 
large variety of brushes, although not 
by any means covering the entire line 
manufactured by this company. Five 
pages in the front of the book are de- 
voted to an article entitled “The Story 
of Brushes and Materials Entering 
Into Them.” A short review of the 
growth of the business of the John 
L. Whiting-J. J. Adams Gompany is 
also given. The 1917 edition of the 
Whiting-Adams “Brush Users’ Al- 
manac” is now ready for distribution. 


Scale Catalog 


John Chatillon & Son, 85-93 Cliff 
Street, New York City, has recently 
issued a new 214-page catalog of 
spring scales. This includes sport- 
men’s’ balances, letter balances, 
straight spring balances, round spring 
balances and scales for practically 
every purpose to which a spring scale 
can be put. In addition to the assort- 
ment listed and illustrated in this cat- 
alog a great variety is made to order 
for special purposes and of various 
capacities ranging from 1/100 oz. to 1 
ton. 


Catalog of Shovels 


The American Mfg. Company, Chat- 
tanooga, Tenn., manufacturer of 
shovels, spades, scoops, saddlery hard- 
ware and hardware specialties, has re- 
cently published a new catalog of 
sixty pages. It first of all illustrates 
the reinforced pressed steel “D” 
handle, a feature of the shovels made 
by this concern to which special at- 
tention is called. The handle can be 
applied to a broken “D” handle shovel 
when necessary. Many types of “D” 
handle and long handle shovels, spades 
and scoops are shown. In the sad- 
dlery hardware section are included 


babbitt melting ladles, wire hoops and 
various items of wagon hardware, 
stove scrapers, electric-welded wire 
oven racks, refrigerator shelves, 
broiler racks for gas ranges and 
kitchen cabinet racks. 


“Ferrostat’”’ Vacuum 
Bottle 


The Stanley Insulating Company, 
Great Barrington, Mass., is manu- 
facturing the “Ferrostat” all-metal 
vacuum bottle. The vacuum-retain- 
ing walls of the “Ferrostat” bottle 
are made of fine quality steel with 
solid welded joints forming, when 
completed, a solid steel unit of great 
strength. Because of the fact that 
no replacement of fillers is neces- 
sary there are no removable parts. 

















A sectional view of the “Ferrostat” vacu- 
um bottle and the screw top 


This allows the thread piece and the 
bottom to be permanently attached 
with sealed joints, forming a com- 
pletely sanitary construction. 

The interior lining 1s of highly 
glazed enamel fused to the inner steel 
shell. Because of the fact that the 
walls of the bottle are supported by 
steel braces the lining cannot be in- 
jured, it is stated, unless the bottle 
is so abused that the rigid outer steel 
wall is crushed against the inner wall. 
The entire outer shell surface is 
coated with a heavy deposit of copper 
to prevent rusting, and is then nickel- 
plated and highly polished. 

The price of the 1-qt. “Ferrostat” 
bottle is $6.50; the 2-qt. size sells for 
$9.50. 


Additions to Lockwood 
Catalog 


The Lockwood Mfg. Company, South 
Norwalk, Conn., has recently published 
a number of additional sheets for in- 
sertion in the 1914 catalog. These 
sheets cover new designs in lock sets, 
store-door handle sets, door locks, 
knob roses, lever handles, escutcheons, 
butts, cylinder surface door bolts, etc. 
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Catalog of Gages, Taps 
and Dies 


The Greenfield Tap & Die Corpora- 
tion, Greenfield, Mass., has recently 
issued a new catalog known as No. 
37. It contains the entire line of the 
Greenfield Tap & Die Corporation, 
and takes the place of the old divi- 
sional catalog formerly issued by the 
Wells Bros. Company, Division 34; 
the Wiley & Russell Mfg. Company, 
Division 36, and the A. J. Smart Mfg. 
Company, Division 3. The combining 
of the tools of the different divisions 
simplifies the line to a great extent. 

The old trademarks, “Little Giant,” 
“Lightning,” “Green River” and 
“Smart” are still retained on taps, 
dies and screw plates, as these brand 
names have reference particularly to 
the various styles of dies which have 
been marketed for a long time under 
these names. 

The new “G. T. D.” trademark is 
already making its appearance on 
some of the tools of this corporation, 
and will be added to others as fast as 
is practicable. The line illustrated 
in the new catalog includes taps, dies, 
screw plates, reamers, gages, thread- 
ing machines, tap and die holders, 
friction tap chucks, the Wells self- 
opening die, the new “Gun” tap, pipe- 
threading tools, etc. It measures 
4% x 7% in. and contains 270 pages. 


«Ice Harvesting Equip- 
ment” 


The Gifford-Wood Company, Hud- 
son, N. Y., has recently issued bul- 
letin No. 24, entitled “Ice Harvesting 
Equipment.” In this bulletin only a 
few of the latest machines and tools 
are illustrated and described as a 
supplement to the complete catalog. 
There are valuable data concerning 
modern harvesting and up-to-date ma- 
chinery equipment and ice tools. In 
addition are shown illustrations of 
plants installed by the Gifford-Wood 
Company as suggestions for arrange- 
ment whereby maximum efficiency 
may be obtained at a very low op- 
erating expense and where continuous 
operation is essential. Illustrated and 
described are the basin saw which, ac- 
cording to the manufacturer, is capa- 
ble of cutting 6000 tons of ice per day, 
also feeders, conveyors, hoists, gal- 
leries, electric field saws, gasoline field 
saws and the various small tools inci- 
dental to this industry. 


Haw Hardware Catalog 


The Haw Hardware Company, Ot- 
tumwa, Iowa, has recently published a 
902-page catalog of hardware, cutlery, 
guns, ammunition, sporting goods, 
fishing tackle, metals, builders’ ma- 
terial, stoves and automobile accesso- 
ries. It is profusely illustrated, and 
good descriptions are given of most of 
the items. The catalog is divided into 
sections in which the various classes 
of goods are brought together under 
suitable headings. A very comprehen- 
sive item index is provided in addition 
to a department index. 
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There Is Money 
In This Car For You 


Money that you can save by cutting your delivery costs, and money that 
you can make by selling this car to the business men in your town. 


THE HARDWARE MERCHANT IS THE BEST MERCHANT IN 
THIS COUNTRY. Weare particularly anxious to sell the SHERIDAN 


to Hardware Dealers because it eminently fits their needs and because we 
want the hardware man as our local agent. 
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You can make your own SHERIDAN COMMERCIAL CAR pay dividends by using it 
in your own business, and at the same time making sales to others. Your demonstrator is 
an asset and not a liability.. Our confidence in the salability of this car wherever shewn is 
so great that if you will accept the agency in your town, we will offer you the dealer’s 
discount on your own car, and ask no obligation upon you to sign a contract now or put up 
any deposit. 





The car in your own hands and in your daily service will be its best recommendation. It is so full of 
“pep,” punch and pertinacity that it will be a standing advertisement of your success and enterprise as 
a merchant. It will make its cost many times over in the course of twelve months. 


The SHERIDAN is a thousand pound capacity car that has the lowest initial cost, the lowest upkeep 
and the widest field of usefulness of any commercial car on the market. It is not an experiment, nor 
an accident, but an engineering achievement purposely aimed at. It has speed, power, sturdiness and 
ample factors of safety, and at the same time is absolutely the lowest in gasoline cost, tire cost, and all 
the other costs of motor car operation. 


Let us put the details of our proposal before you for consideration. No obligation is implied. We are 
prepared to show you. ; 2 


The Sheridan Commercial Car Company 
1509 South Michigan Boulevard 
CHICAGO, ILLS. 
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“Genolite” Lighting 
System 


The Detroit Starter Company, De- 
troit, Mich., manufacturer of electric 
starters and lighting systems, has re- 
cently placed on the market an elec- 
tric lighting system for Ford cars. 
The installation of this equipment is 
said to be very simple. No machine 
work is required. In the outfit is in- 
cluded a generator, a storage battery 
and automatic cut-out, in addition to 
the side lights, tail light, switch, etc. 

The battery is said to be of very 
high grade. It is made by a well- 
known manufacturer, and is guaran- 
teed by the maker for fifteen months. 
It is 40-amp. hr. capacity, and is 
placed at the left-hand end of the 
gasoline tank under the seat. The 
cut-out is mounted on the generator 
supporting bracket. It is simple and 
dustproof and is of conventional de- 
sign. Its function is to automatically 








connect and disconnect the genera- 
tor and battery at varying engine 
speeds. It makes connection at an 
approximate car speed of 10 miles an 
hour and disconnects when the speed 
falls below 10 miles an hour. 

The lamps included in this equip- 
ment consist of two handsome bell- 
shaped side lamps with nickeled brass 
refiectors, and one tail lamp complete 
with bulbs of required voltage and 
designed to fit the Ford lamp brackets 
of any model. 

The price of this outfit complete 
with all necessary wiring and at- 
tachments is $19.85. 


“Insyde Tyres” 


The American Automobile Accesso- 
ries Company, 621 Main Street, Cin- 
cinnati, Ohio, has recently placed “In- 
syde Tyres” on the market. 

“Insyde Tyres” are said to be made 
of especially tough fabric vulcanized 
together over tire molds so that they 














The complete “Genolite” lighting outfit 
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are shaped to fit exactly the inside of 
the casing for which they are made. 
This prevents wrinkles which might 
pinch the tube. The outside is coated 
with rubber which vulcanizes itself to 
the inside of the casing and prevents 
slipping. The part of the “Insyde 
Tyre” which comes in contact with the 
tube is coated with rubber and so 
treated, the company states, that the 
tube cannot stick. 

It is said that “Insyde Tyres” re- 
inforce the tire casing and protect the 
inner tube. They are said to prolong 
the life of the casing in which they 
are used. They can be used in either 
new or partially worn tires. When the 
casing is worn out the “Insyde Tyre” 
may be removed with gasoline and put 
into the new casing for use again. 


“Royal Mist” 


H. G. Fairchild & Co., 1627 North 
Sawyer Avenue, Chicago, Ill., manu- 
facture “Royal Mist” automobile pol- 
ish, which is applied with a sprayer. 
This method of application is said to 
save both time and labor, in addition 
to bringing about an economy in the 
use of the polish itself. 

“Royal Mist” is said to be manu- 
factured without the use of strong 
acids that can in any way injure the 
finish. No dryer, such as alcohol or 
benzine, is used, as the continued use 
of these is said to cause the finish to 
crack. “Royal Mist” is claimed to re- 
store to the finish some of the ingre- 
dients removed from it by the weather 
and by washing. 

“Royal Mist” is sold in cans; 4 
sprayer is furnished with each one. 
A 1-gal. can lists for $3. The list 
price of the %-gal. is $2 and of the 
\%-gal, $1.25. 








( 








October 19, 1916 


HARDWARE AGE 











hernmo, 


HYDRAULIC GOMPRESsep 
Brake Lining -100% 


Brake Lining, to be 100% 
perfect, should be brake lin- 
ing all through. Not merely 
on the outside, but clear 
through. Then, it is still 
brake lining as long as any 
of it remains. Dependable 
to the last. A safeguard to 
the motorist. 


Break open a strip of ordi- 
nary brake lining. Now cut 
open some Thermoid. You 
can’t break it. It is com- 


pressed. It clings together 


too firmly. Its every atom is 
tenacious. It must be cut. 


See the looseness of the 
inside of ordinary woven 
brake lining. Note that it is 
stringy, straggling. That, 
when the outside is worn off, 
its braking power is gone. 


Thermoid is constructed 
of long fibre Canadian as- 
bestos. This is first rein- 
forced with solid brass wire 
interwoven. At a glance, 
this process would seem to 
make it woven solid. Yet 
this process is outdone. 


Under giant rolls the in- 
terwoven asbestos and brass 
cloth is permeated—impreg- 
nated—with a waterproof, 
oilproof friction-compound. 
These heavy rolls force this 
special compound clear 
through every pore of the 
asbestos body. 


Then it is folded and 
stitched to the proper width 
and thickness, compressed 
and cured on special hy- 
draulic presses for one hour 
at 320° Fahr. under 2000 
pounds pressure. Pressure 
that would crush ordinary 
brake lining. The result is 
Thermoid—a single, solid 
substance. Compressed and 
welded into one solid mass 
—inseparably one. 


This hydraulic compres- 
sion is the reason Thermoid 
is brake lining all through. 
It explains why its density is 
fixed—unvarying. Why it 
cannot be burned out nor de- 
stroyed by any heat gener- 
ated in service. Why it can- 


not be affected by oil, water, 
gasoline, dirt. Why its 
wearing life is greater. 

Thermoid contains 50% 
more in actual material, size 
for size, than ordinary 
woven brake _lining—be- 
cause of the hydraulic com- 
pression — because that 
much more material is com- 
pressed, forced, into every 
square inch of it. A com- 
parative test of weight will 
show you that. 

Sixty per cent more labor 
is required to make this 
100% perfect lining. It 
means seven operations—as 
against three. 

We could do away with 
the extra material—the extra 
labor—the ‘four extra oper- 
ations—and still offer you as 
good brake lining as the or- 
dinary. Such a product we 
probably could sell cheaper. 

But it wouldn't be Ther- 
moid. It wouldn’t be as safe. 

Our Guarantee: Ther- 
moid will make good—or 


we will. 





Thermo Rubber Company 


New York 
Chicago 


Philadelphia 
Pittsburgh 


TRENTON, N. J. 
St. Louis 


Detroit 
Indianapolis 


San Francisco 
Boston 


Makers of Nassau Tires and Thermoid Radiator Hose and Garden Hose 
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«¢ Weed” Folding Back- 
Rest 


The Reeps Mfg. Company, 50 
Church Street, New York City, has 
purchased the exclusive manufactur- 
ing and selling rights of the “Weed” 
folding back-rest for motorcycles. 

This back-rest consists of a 12-in. 
curved back, neatly upholstered in 
Spanish leather, supported by two flat 
steel springs. The large soft uphol- 
stery combined with the smooth flexi- 
bility of the steel springs is said to 
absorb the shock and vibration causea 


‘by rough roads and, by offering a sup- 


port to the back, to eliminate a great 
deal of the usual fatigue experienced 
in riding. 

The back-rest is equipped with a 
patented folding feature that allows 
the rider to mount and dismount his 
machine without any interference 
from the back-rest, which lies flat on 
the saddle when folded. The back-rest 

















The “Weed” folding back-rest for motor- 
cycles 


can be tilted to any desirable angle. 
It is made in various models to fit the 
different machines and saddles. The 
retail price is $4.50. 


“Tonford” Truck Unit 


The Detroit Truck Company, De- 
troit, Mich., has recently announced to 
the trade the “Tonford” truck unit for 
attachment to the Ford power plant 
to convert it into a 1-ton truck. 

The unit consists of a heavily re- 
inforced channel-steel frame, heat- 
treated axle, 32-in. artillery-type 
wheels equipped with Firestone truck 
tires, rear springs, two sets of sprock- 
ets and chains which transmit’ the 
power from the Ford rear axle to the 
wheels of the “Tonford” unit. 

This unit can be attached or de- 
tached very easily. The only tools 
needed are said to be two jacks, a 
breast drill and two wrenches. The 
Ford body is removed and the rear 
end of the car lifted on the jacks. The 
rear wheels and spring are then re- 
moved. The frame of the “Tonford” 
unit is slid over the outside of the 
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The “Tonford” truck unit attached to the Ford power plant 


Ford chassis frame from the rear. A 
book of directions clearly explains 
where to drill the few holes necessary 
and just how to insert the drive 
sprockets on the ends of the drive- 
shaft. The latter is the Ford rear 
axle. The chain can be put on easily. 

The frame of the “Tonford” unit is 
of %-in. pressed channel steel, 4 in. 
deep by 2 in. wide. It is 169 in. long 
and provides loading space of from 9 
to 11 ft. back of the driver’s seat and 
a wheel base of 127 in., which is 27 in. 
longer than that of the Ford pleasure 
car or the ordinary Ford delivery car. 


Nathan Products 


The Nathan Novelty Mfg. Com- 
pany, 84-90 Reade Street, New York 
City, has placed on the market the 
Nathan radiator and hood cover for 
the Ford car. One quality of this is 
made of a fine grade of artificial 
leather lined with heavy felt. The 
right side is fitted with a button so 
that the cover may be opened without 
removing it. This grade retails for 
$2.35. 

Another style made of genuine 
fabric leather lined with “Hercules” 
kersey felt, which is said to retain a 
great deal of heat, retails for $5. The 
hood section of this cover can be en- 
tirely detached so that when the 
weather is not extremely cold merely 
the radiator can be covered. 

Another new product of this com- 
pany is the Nathan “Storm Shield,” 
which is a connecting curtain which 
closes the space between the wind 
shield and the top of the car. It is 














At the left is the Nathan “Storm Shield.” 
The radiator and e4-2 ama is shown at 
e right 


arranged to fasten along the front 
edge of the car and to fit snugly over 
the top edge of the wind shield. It is 
made of good quality heavy rubber- 
coated automobile cloth, and is ar- 
ranged with all the necessary fasten- 
ings and can easily be attached. 
The price of this curtain is $1.50. 


Gem “Challenge” Gage 


The Gem Stamped Steel Company, 
Everett Avenue and Boulevard, Chel- 
sea Station, Boston, Mass., is manu- 

















The “Challenge” gasoline gage os the 

display carton furnished with 
facturing the “Challenge” gasoline 
gage for Ford and Chevrolet automo- 
biles. This gage can easily be in- 
stalled and will tell accurately the 
amount of gasoline in the tank. The 
retail price is $1.25. 

The Gem Stamped Steel Company is 
furnishing dealers with an attractive 
display box which contains 1 doz. gas- 
oline gages. It measures when closed 
4% x 11x 11 in. 


“‘Dyke’s Automobile 
Encyclopedia” 


A. L. Dyke has recently published 
the fifth edition of “Dyke’s Automo- 
bile & Gasoline Engine Encyclo- 
pedia,” which has been enlarged and 
rewritten and brought up to date by 
the addition of many new subjects. 

The object of this book is to pre- 
sent in a clear, simple form the prin- 
ciple upon which gasoline engines 
and automobiles are operated and 
built, and to explain in detail every- 
thing that an operator must under- 
stand in order that he may drive and 
care for any make of car or gasoline 
engine. The principle and construc- 
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EN you hang up this 

sign it means that you 

are the representative of the 
largZest exclusive tire and 
rim factory in the world. 
It means that you are a 
part of an organization of 
specialists in tire makin. 


As a Firestone dealer, you 
have back of you the most 
prominent advertising, in the 
field, the closest sales co-opera- 
tion, the most thorough sales- 
gettin’ system of the industry. 





Here are some of our direct 
helps to the dealer, “trade- 
pullers” that really pull: 
Stationery, steel road posters, 
enameled signs, cloth signs; 
keeping the big, idea before 
everybody. Posters, electro- 
types, window displays, 
sales letters, blotters, etc. 


Tieup with this quality: in prod- 
uct and in service the leader. 


Writefor Dealer's Helps No.82. 


FIRESTONE TIRE & RUBBER COMPANY 


“America’s Largest Exclusive Tire and Rim Makers” 


Akron, Ohio—Branches and Dealers Everywhere 
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tion of the parts of practically every 
automobile in general use is given in 
this book. The construction in many 
actual instances may vary to some 
slight extent from that given in the 
book, but the principle remains the 
same, and consequently when this 
is learned the construction of practi- 
cally all types of automobiles, en- 
gines, ignition, carbureters, etc., has 
been mastered. 

The price of “Dyke’s Automobile 
and Gasoline Engine Encyclopedia” is 
$3. It may be obtained from the 
Book Department of Hardware Age, 
239 West Thirty-ninth Street, New 
York City. 


“Master” Spark Plug 
Improved 


The Hartford Machine Screw Com- 
pany, Hartford, Conn., has recently 
announced to the trade a marked im- 
provement in the 1917 model of “Mas- 
ter Calorite” spark plugs. 

The “Calorite” insulator, which is 
already very heavy, has been greatly 
increased in size to give it greater 
strength in resisting side blows such 
as a plug often receives from the slip- 
ping of a wrench or from a similar 
cause. 


“Twombly” Foot Pump 


The Schlesinger Redburn Corpora- 
tion, 1834 Broadway, New York City, 
has recently announced to the trade 
the “Twombly” foot pump for the in- 
flation of automobile tires. 

The principle on which the “Twom- 




















Above, the “Twombly” foot pump folded. 
Below, the pump open ready for use 


bly” tire foot pump operates is such 
that a powerful leverage is obtained 
and a pressure of even as great as 80 
Ib. can be obtained easily and without 
exertion. 

The “Twombly” pump has a special 
attachment which locks the pump con- 
nection to the tire valve and holds it 
securely no matter how great a pres- 
sure is forced into the tire. 

The pump is small in size, meas- 
uring only 3x17 in. over all. It is 
very strongly made. It has no parts 
that can be easily broken or lost. 
When placed on the ground it can be 
operated quickly and easily with one 
foot without bending the body. 

The price of the “Twombly” foot 
pump, fully guaranteed, is $4.50. 


Ball-Bearing Anti-Skid 
Chain 
The National Tire Chain Company, 


Grand Rapids, Mich., has recently put 
on the market the National ball-bear- 

















The National Ball-Bearing Anti-Skid 
Chain 


ing anti-skid chain. Each unit is made 
interchangeable with interlocking, 
hardened-steel ball links. These links 
are said to have very high wearing 
qualities and to afford great traction, 
thus preventing skidding. The cross 
links can be readily removed and re- 
placed individually without the use of 
tools of any kind. As can be seen 
from the accompanying illustration, 
the cross links, made up of the ball- 
bearing units, are fastened by means 
of specially constructed hooks to the 
side chains. 


«“Premo” Fransmission 
Band Clamp 


The New York Motor Car Device 
Company, 200 Eleventh Avenue, New 
York City, has added to its line of 
products the “Premo” transmission 
band clamp with which it is said the 
bands in the Ford transmission can be 
replaced in a very little time. The 
bands are held firmly around the 
drums with the ears in position to 
permit the three shafts to be slipped 
in place as the cover goes down. The 
clamp is then removed through the 
small door in the transmission case 

















The “Premo” transmission band clamp 
cover. This eliminates the danger of 


injuring the felt gaskets in attempt- 
ing to fit the shafts in place one at a 


Hardware Age 


time while pushing down the cover 
and insures against oil leaks caused 
by torn or turned-over gaskets. 

Used in connection with “Premo” 
transmission cover flanges, it is said 
to make the change of transmission 
bands a matter that can easily be han- 
dled by one man. This flange is de. 
signed to fit the crank case under the 
transmission cover. It is threaded in 
position to match the holes in the cage. 

All the cap screws can then be 
screwed into place and the flange 
drawn up exerting an even pressure 
the whole length of the gasket. This 
insures a much tighter fit between the 
transmission cover and the bottom of 
the crank case, so the company states, 
than is usually possible. If the gas- 
kets are in good condition this wil] 
make a perfectly oil tight joint. The 
fly wheel forces the oil against the 
joint with great force when the en- 
gine is running, and unless this is 
tight the oil can be noticed dripping 
from the bottom of the transmission 
case when the car is standing. 


Display Rack for Bump 
Absorber 


Edward V. Hartford, Inc., 143-149 
Morgan Street, Jersey City, N. J., has 
recently announced to the trade a new 
attractive display rack for the Hart- 
ford bump absorber. 

This display rack is 9 in. wide and 
12 in. high, and is lithographed in 
white, orange and blue on sheet metal. 
A miniature bump absorber, finished 
in nickel, which shows the exact con- 
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A new display board for the Hartford 
bump absorber 


struction and the method in which the 
actual bumper works is attached to 
the top of the display rack. 

A little pocket is provided in which 
folders can be carried that describe 
the bump absorber. An easel back 
holds the display upright on the 
counter. 

Edward V. Hartford, Inc., has re 
cently prepared a new monthly pub- 
lication entitled “Heart to Heart with 
Hartford,” which will be sent to job- 
bers’ and dealers’ salesmen upon re- 
quest. In this house organ the vari- 
ous devices manufactured by Edward 
V. Hartford, Inc., are illustrated and 
the technical features explained s0 
that salesmen may become thoroughly 
familiar with these products. 
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The. Remarkable 
Growth of 











r 1899, when we first began to manu- 

facture pneumatic tires for bicycles and 
automobiles, we had less than 100 dealers 
during the first year 


After seventeen years of conscientious 
manufacturing, there are more than 35,000 
wide-awake dealers who are selling Fisk 
Tires and Sundries to hundreds of thousands 
of satisfied customers—in every nook and 
corner of the United States. Are you getting 
your share of Fisk profits? . 





Let us tell you how you can make money 
selling Fisk Tires—a full explanation of 
our “liberal dealer plans if you write 
Department H. 


THE FISK RUBBER COMPANY 


of N. Y. 


Chicopee Falls, Mass. 





a eg ok a re ee el 

















: 
bs 
¢ 


9 aig 


86 


NOTES OF THE RETAIL HARDWARE TRADE 


BESSEMER, ALA.—The Long-Lewis Hardware Company 
has commenced the erection of an addition to its store on 
Second Avenue. The new structure will be of brick and con- 
crete, 100 x 140 ft. The firm’s business is both wholesale 
and retail A line of automobiles has recently been added 
to the regular stock. 


NOME, ALASKA.—C. W. Lewis has succeeded William 
Delbar. His stock consists of baseball goods, building paper, 
crockery and glassware, cutlery, dog collars, electrical house- 
hold specialties, fishing tackle, mechanics’ tools, heating 
stoves, home barbers’ supplies, linoleum, sewing machines, 
shelf hardware, silverware, toys and wagons, paints, oils, 
varnishes and glass, etc. Catalogs requested on automobile 
accessories, bicycles, crockery and glassware. 


STOCKBRIDGE, GA.—The Stockbridge Supply Company 
has been organized and incorporated to handle both a whole- 
sale and retail line of automobile accessories, buggy whips, 
churns, crockery and glassware, cutlery, furniture depart- 
ment, heavy farm implements, iron beds, kitchen housefur- 
nishings, oil cloth, paints, oils, varnishes and glass, prepared 
roofing, shelf hardware, tin shop, wagons and buggies, on 
which catalogs are requested. 


GRAND RIDGE, ILL.—The hardware and implement 
business of C. M. Shields has been purchased by W. M. 
Poundstone. 


KANKAKEE, ILL.—The hardware store of Frederick W. 
Swannell has been greatly age by the installation of 
new show windows, a steel ceiling and the redecoration and 
rearrangement of the stock. 


WEST FRANKFORT, ILL.—The Campbell Hardware 
Company, which has bought the hardware store of John Lipe, 
requests catalogs on baseball goods, bathroom fixtures, buggy 
whips, builders’ hardware, churns, cream separators, cutlery, 
dairy supplies, dog collars, electrical household specialties, 
fishing tackle, hammocks and tents, harness, heating stoves, 
heavy hardware, home barbers’ supplies, kitchen housefur- 
nishings, mechanics’ tools, oil cloth, paints, oils, varnishes, 
poultry supplies, pumps, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, silverware, sporting 
goods and washing machines. 


KEWANNA, IND.—A. D. Showley has purchased a half 
interest in the Zartman hardware store. The new firm will 
be known as Enyeart & Showley, and will carry a stock of 
buggy whips, cream separators, gasoline engines, heavy farm 
implements, lubricating oils, wagons and buggies. 


TOCSIN, IND.—Leo Wasson has sold his hardware and 
ae store to Jesse Campbell. The new owner is now in 
charge. 


EARLHAM, IOWA.—The Palmer hardware store and stock 
has been bought by F. L. Freeman. His stock will comprise 
the following, on which catalogs are requested: Bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, churns, cream separators, cutlery, dairy supplies, 
dog collars, dynamite, eleetrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, heating stoves, heavy hardware, kitchen 
housefurnishings, linoleum, lubricating oils, mechanics’ tools, 
oil cloth, plumbing department, poultry supplies, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods, tin shop, toys, games and washing ma- 
chines. 


LAURENS, IOWA.—Ludwig Johnson has bought an in- 
terest in the Speers hardware store, and the name has been 
changed to Speers & Johnson, Pumps, wind mills, etc., have 
been added to the firm’s stock of bathroom fixtures, builders’ 
hardware, fishing tackle, mechanics’ tools, shelf hardware, 
sporting goods, etc. Catalogs requested on general hard- 
ware. 


SHENANDOAH, IOWA.—J. B. Morrissey has sold a half 
interest in his business. Morrissey & Brown is the name of 
the new firm, 

ALMA, KAN.—Lutz & Nelson are successors to Frederick 
Lutz. Catalogs requested on builders’ hardware, cutlery, 
fishing tackle, heating stoves, heavy hardware, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, ranges 
and cook stoves, shelf hardware, silverware and washing 
machines. 


LONGTON, KAN.—J. T. Carter has disposed of his stock 
to Davis & Chandler, who request catalogs on the follow- 
ing: Buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furniture depart- 
ment, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishin linoleum, lubricating oils, mechanics’ tools, 
paints, ols, varnishes and glass, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, silverware, sporting goods, toys, games and wash- 
ing machines. 


LOWELL, MASS.—The hardware firm of Bartlett & Dow 
has been reorganized, Frank B. Dow, one of its members, 
having recently died. Edgar F. Parkhurst, who has been 
with the company for the past 30 years, will be president and 
general manager and Winthrop A. Parkhurst, treasurer. The 
concern will hereafter be known as the Bartlett & Dow Com- 
pany, and will do both a wholesale and retail business at 216 
Central Street. 


NEW BEDFORD, MASS.—Barney Zeitz of 132-134 Union 
Street, has bought the stock of Frederick J. Marshall, suc- 
cessor to Smith & Marshall. The stock has been moved to 
Mr. Zeitz’s store, and a line of farm machinery added. e 
business is both wholesale and retail. Catalogs requested on 
hardware and automobile accessories. 


MORAN, MICH.—John Lipnitz has moved his stock of 
automobile accessories, bathroom fixtures, builders’ hard- 
ware, building paper, churns, cutlery, galvanized and tin 
sheets, hammocks and tents, kitchen housefurnishings, paints, 
oils, varnishes and glass, pumps, shelf, hardware, etc.. to 
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larger quarters, and requests catalogs on cutlery, painta 
washing machines, toys and games. 


PAINESVILLE, OHIO.—E. O. Phipps, in the hardware 
business for over 27 years, has sold his stock to E. Latorell. 


BOWLING GREEN, MO.—J. G. Doty’s stock is now owned 
by the Doty-Williams Hardware Company. J. C. and W. G. 
Williams are the new members of the firm. Catal -are re- 

uested on automobile accessories, baseball goods, throom 
xtures, bicycles, bug whips, builcers’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, hing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks and tents, penta eves 
home tarbers’ supplies, kitchen housefurnishings, —— 
lubricating oils, mechanics’ tools, paints, oils, varnishes a 
lass, plumbing department, poultry supplies, prepared roof- 
ng, pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting g tin shop, 
toys, games and washing machines. 


GAINSVILLE, MO.—J. A. Beebe, who several years ago 
purchased a half interest in the W. Pelikan hardware busi- 
ness, has bought the remaining interest. He will continue it 
under his own name, carrying a stock of the following, on 
which catalogs are requested: Baseball goods, bathroom fix- 
tures, packing, bicycles, buggy whips, builders’ hardware, 
churns, cutlery, dog coliars, electrical household specialties, 
fishing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, harness, heating. stoves, heavy farm implements, lu- 
bricating oils, mechanics’ tools, plumbing department, pumps, 
= and cook stoves, shelf hardware, silverware, sporting 
goods, buggies and washing machines. 


LICKING, MO.—Cameron & Co. have recently sold their 
hardware and furniture stock to J. 8S. Walker & Co. 


CANANDAIGUA, N. Y.—John B. Caruso and A. R. Linder- 
berry have opened a store at 110 Main Street under the name 
of the City Variety Store Company. They will deal in the 
following, on which they request catalogs: Children’s ve- 
hicles, crockery and glassware, cutlery, hammocks, heavy 
hardware, home barbers’ supplies, iron beds, kitchen house- 
furnishings, refrigerators, silverware, toys and games. 


CARBURY, N. D.—The Garden Company, with a branch 
store at Souris, now owns the stock of the Farmers Co- 
operative Mercantile Company. Catalogs requested on auto- 
mobile accessories, baseball goods, bathroom fixtures, belt- 
ing and packing, bicycles, buggy whips, builders’ hardware, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, electrical household ss fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline — oe heating stoves, heavy hardware, 
home barbers’ supplies, iron beds, kitchen cabinets, kitchen 
housefurnishings, linoleum, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, poul- 
try supplies, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting g 
tin shop and washing machines. 


JEROMESVILLE, OHIO.—E. 8S. Shelley has purchased an 
interest in the Carl Hardware Company. e company 
handles a line of automobiles and automobile accessories, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, dynamite, 
fishing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, sewing machines, shelf hard- 
ware, silverware, sporting goods, wagons, buggies and wash- 
ing machines, on which catalogs are request 


MARTIN’S FERRY, OHIO.—Cummings & Morris of Bel- 
laire will start in business here, dealing in automobile ac- 
cessories, baseball goods, bicycles, buggy whips, builders’ 
hardware, building paper, cutlery, dynamite, electrical house- 
hold specialties, furnaces, galvanized and tin sheets, gasoline 
engines, heating stoves, heavy farm implements, mechanics’ 
tools, paints, oils, varnishes and glass, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, shelf hardware, 
silverware, sporting goods, toys and games. Catalogs re- 
quested. 

CONSHOHOCKEN, PA.—Kehoe Bros. have purchased the 
hardware business of William Wright. They will remodel 
the store and carry a complete new stock. A full line of 
automobile accessories will be added. Catalogs requested. 


ELIZABETHVILLE, PA.—The Blanning Hardware Com- 
pany of Williamstown, Pa., has purchased the stock and good 
will of the Ira M. Hoke hardware store. The company will 
operate both stores, C. F. Blanning will be in charge of the 
Elizabethville store and W. H. Bianning, the Williamstown 
branch. A tin shop and plumbing department will be added 


MONESSEN, PA.—J. S. Harris, who was for 17 years 
connected with the McIntosh Hardware Corporation, eve- 
land, Ohio, and later vice-president of the George W. Korn 
Razor = Company, Little Valley, N. Y., has succeeded C 
B. Opp. r. Harris requests catalogs on hardware, house- 
furnishings and cutlery. 


AVON, S. D.—Edward Klein, purchaser of the Avon Hard- 
ware Company, requests catalogs on belting and packing. 
bicycles, buggy builders’ hardware, ch cream 
separators, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness. 
heating stoves, heavy farm implements, heavy hardware, lu- 
bricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, pumps, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, silverware, sporting 
goods, wagons, buggies and washing machines. 


REDFIELD, 8S. D.—H. J. Schalkle has commenced business 
here, dealing in bicycles, builders’ hardware, churns, cutlery. 
dairy supplies, dog collars, fishing tackle, galvanized and 
tin sheets, heating stoves, heavy hardware, mechanics’ tools, 
paints, oils, varnishes and glass, ranges and cook stoves. 
sporting goods and washing machines. 
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